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National Dealers Build for Years to Come 


To the National Dealer every sale of National Garage and Builders’ Hardware has a far 
greater significance than the immediate profit which goes into his cash register. 


Every sale builds permanent good will—implicit faith in the quality of the merchandise he 


sells—a satisfied customer and ASSURED FUTURE BUSINESS. 


That's the big thing in business, Mr. Dealer—to satisfy customers and bring them in again 
—to cultivate the habit of buying at your store. National will do this for you. 


Here’s one of our big sellers—the National No. 88 Adjustable Storm-Proof Door Hanger. 
It carries the door closer to the rail than any other adjustable hanger we know of, is made 
throughout of heavy gauge steel and fitted with anti-friction roller bearings to insure easy 
running. 


If you are aiming to build an ASSURED FUTURE BUSINESS write for details—we sup- 
ply you direct. 





National Mfg. Company 


STERLING ILL. 
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Electrical Goods That 
Are Used the Year Around 








SK a dozen people and they 
A might give you something 
like a dozen different reasons 

as the most convincing for stocking 
household electrical devices, but 
the dealer who has made a study of 
the sale of electrical lines, while he 
will acknowledge the truth of each 
and all the various arguments 
brought forward, will tell you that 
the foundation principle, the one 
factor upon which he can always 
rely in electrical lines is the fact 
that the stock is never dead. The 
oldest spell in winter—the hottest 
wave of summer—the rush of holi- 
day shopping, or the dull days af- 
terward, are all alike to household 
electrical lines. Every model is 
practically a “special” and comes 
smilingly up to meet the demand for 
gift or luxury just as surely as it 





bides its time in stock to come out 
for the most humdrum and ordinary 
sale. 

Big words, but no bigger than 
the actual possibilities in the gleam- 
ing army of efficiency that has 
marched into the home and raised 
the housewife from a _ hopeless 
round of drudgery into the position 
of head of a practical, well-equipped 
business. 

The modern housewife is a better 
housekeeper, a better wife and 
mother than the woman whose work 
was never done, and if there is any- 
thing certain in this world it is that 
she is going to keep on increasing 
the scope and variety of the tools 
she works with as_ experience 
teaches her what she wants. 

The local hardware store is the 
logical place for the housewife to 
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Even Electrical Fans Are Used for Various 
Purposes in Winter and All Cooking 


Utensils Sell Readily 
Every Day of the 
Twelve Months. 


go for information on the latest 
equipment for her work, and if she 
gets it, it is the place where she will 
continue to buy the endless list 
whose items are the demands of 
each new day. 


Selling What Women Need 


It is safe to say that each and 
every item of household equipment 
which any hardware dealer any- 
where has shown and sold according 
to the spirit of the demand has 
been successful. All too many are 
satisfied with a few of the many 
items which they might handle and 
let perfectly good customers go out 
with perfectly good dollars to spend 
them elsewhere. 

“Electrical Lines” is the most 
elastic title in the entire field of 
household equipment. There is no 
branch of housework where elec- 
tricity does not supersede the old 
method and does it so much better, 
and also so perfectly in accord with 
condition and environment that it 
fits into the most costly or the hum- 
blest equally well. 

The washing machine is a good 
example, for it has been estimated 
that in the past year something like 
$100,000,000 was spent on washing 
machines which went into every 
conceivable class of home. Al- 
though it is perhaps the highest 
priced of all electrical household 
devices there is actually less risk in 
the sale of washing machines than 
in almost any other. The woman 
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who once uses a good washing ma- 
chine is not going to give it up and 
she is going to sing a song of its ex- 
cellence and give the dealer free ad- 
vertising every time she uses it. 
There is no excuse for selling any- 
thing but the best in washing ma- 
chines. The small difference in 
dealers’ profit is made up a hun- 
dred times over by the trade that 
comes from the machine that stays 
sold. 

Vacuum cleaners come next to 
washing machines in the money that 
was expended on them during the 
past year, and it is said that the 
sales are steadily increasing 
through the manufacturers’ adjust- 
ment of the machines to meet the 
points raised by its users. 


Renting Out Cleaners 


Dealers make good profits by 
renting the cleaners, if they are 
able to stand up to the very strenu- 
ous life which a rented machine 
must lead. The best is the only 


standard in vacuum cleaners. 

The electric. iron is one of the 
most widely used of all electrical 
household devices, for many people 
who possess no other item of home 
equipment have the iron and find it 


The demonstration either in the home or in the store will always win customers 


indispensable. It is an excellent 
plan to show the different models 
and explain their very different 
field of usefulness. For example, 
there is the standard size for gen- 
eral or special laundry work, and 
there is the small size which is in- 
valuable for traveling and very 
light use. The use of the electric 
iron turned upside down as a stove 
is universally known in the city, 
but it might not be in the smaller 
towns. Show it in your display. A 
rack-like stand comes especially to 
hold it in the upright position. 
Water boils easily on it. 

In many houses the electric fan 
has ceased to be a seasonal article 
and is used for many regular 
household duties. It dries all sorts 
of things from the babies’ daily 
laundry, which must be done no 
matter what the weather is, to the 
family shoes that must also be 
dried and worn in this day of high 
prices and few pairs. A corner of 
the window showing the possible 
winter uses of the electric fan 
would be a good idea. 

Electric heaters have unquestion- 
ably come to stay and there is mo 
better or more attractive display 
than a gleaming, glowing, portable 





heater. Placed near the door it 
greets the incomer with a practical 
whiff of possible comfort. Every- 
one is a possible customer for an 
electric heater. The man in his 
office, the school teacher, the motor- 
ist in his garage, and as for the 
housewife the presence of an ever- 
ready, clean, safe heat is a blessing 
in almost every room from the 
store-room to the nursery. Every 
household needs extra heat and the 
electric heater is easy to sell. 


The Electrical Dinner 


Of all the lines of electrical 
household appliances those for the 
dining table are perhaps best 
known and most widely used. The 
electrical meal is a practical solu- 
tion of the problem that confronts 
the world and his wife and his 
children three times a day, and the 
wise dealer will push these lines for 
their actual, practical every-day 
utility and less for their beauty. 
Many a housewife, miles and miles 
from town, has found out the practi- 
cal side of electrical table cooking, 
and where she once came down to 
the dreary cold and loneliness of 
the kitchen to prepare breakfast 
before anyone else was up, she now 





















January 13, 1921 


can prepare a much more appetiz- 
ing meal in less than half the time. 
Breakfast is pre-eminently the elec- 
trical meal, and there is an inex- 
haustible field in showing the house- 
wife how simple, economical and 


practical it is. Electrical table 
cooking has been a dream, a sort of 
glorified fairy tale of housework in 
the mind of many a woman. Show 
her that it is also an actual and 
practical every-day household fact 
that she can have for herself and 
she is going to buy it. 

Locality has a great deal to do 
with the items which the dealer can 
sell to the best advantage in all 
lines, electrical ones among the rest, 
but there is one safe and general 
rule to follow in selling anything to 
the housewife of to-day—show her 
—tell her—keep on showing and 
telling her that whatever you sell 
does something. The day has gone 
forever when women accept the 
drudgery of continuous housework 
as a matter of course. They appre- 
ciate beauty and elegance in any 
line of household appliances, but 
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February 3rd issue of 
Age 
the annual Spring Buying 
It will contain 
more merchandising arti- 
from a 


Hardware will be 


Number. 
cles retailer’s 
standpoint than ever be- 
fore—which is saying a 
whole lot, you will agree. 


= pone 


the things they BUY are the things 
which help them to do necessary 
work. 

Electrical household devices are 
as perennial as housework. There 
is no reason for the wash, the pile 
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of dirty dishes, the dusty floor, or 
the recurrence of meal time. House- 
work is always in season, and the 
great reason for the success of 
electrical household helps is the 
fact that they, too, are always in 
order. The most ornamental perco- 
lator that ever smiled through a 
Christmas holly wreath is just as 
appropriate on the breakfast table 
every morning in the year, and so 
it is with every item. Electrical 
household devices are a safe and 
sure resource to bring forward and 
push at any time of the year, for 
they have won a permanent place in 
the housewife’s heart and their use 
is constantly increasing. 


The F. W. Heitmann Co., Houston, 
Tex., at a special meeting of the stock- 
holders increased their capital stock 
by unanimous vote from $500,000 to 
$1,000,000 by declaring a 100 per cent 
stock dividend. 


This company was_ incorporated 
Dec. 31, 1902, and its affairs have 
continuously prospered. This is the 


first increase in its capital stock since 
incorporation. 

















Display your electric fans in winter. 





There is a big market for them as driers 





Making More Friends with Toys 


What Santa Found This Year on His Annual Visit 
and How Good Toys Have Taken the Place of Poorly 
Constructed Ones—What Happened in Humboldt, Tenn. 


ANTA CLAUS, that genial old 
S soul who works the entire year 

just to make children happy at 
Christmas time, arrived, drove over 
the roof tops, and then quietly dis- 
appeared for another twelvemonth 
in precisely the same fashion that 
he has pursued for centuries. Every- 
thing was done in 1920 in his usual 
exacting style, the same as it has 
been done before, and the old saint 
was just the same as ever except for 
some improvements that are bound 
to come with the passing years, even 
with saints. 

The big bag that he carried this 
year was slightly bigger last month 
and the contents of the bag were de- 
cidedly more expensive. It was but 
natural, he thought, that things 
would be a trifle more expensive this 
year but there was one very notice- 
able thing, at least to him. 

In the past years he had received 
many complaints that some of his 
toys were of a cheap quality and did 
not stay as they were made so very 
long. This hurt the feeling of Santa 
and on New Year’s, 1920, he made 
_the solemn resolution that he would 
bring these complaints down to the 
minimum. 


Accordingly he brought around 
this year only toys of the best quality 
and, while Santa Claus is a foreigner 
himself, he has found out that Ameri- 
can made toys are far superior to 
those that are thrown together in 
the European marts. For, after 
all, he reasoned, why make children 
happy just at Christmas time when 
with a little more effort they could 
be made happy for the entire year? 

Time was when the old man had 
to sit up nights making toys. Now 
he has at his disposal skilled work- 
men and here is a secret that it 
might be well to keep from the chil- 
dren for a few years. 


The Modern Santa Claus 


Santa Claus has only been acting 
as a distributor for the past couple 
of years. He gets the orders and 
relays them to American factories. 
They, in turn, and with all possible 
speed, deliver his orders to the 
modern hardware stores and the 
hardware men—but you mustn’t let 
the children know—delivers’ the 


specific gift right to the children’s 





houses and thus Santa is saved many 
a stop that he would otherwise have 
to make. 

But the hardware man is even 
more progressive than Santa—that 
is, the modern hardware man. He 
realizes that the good little boys and 
the good little girls have birthdays 
and that toys are the presents most 
appreciated by children. While the 
good man works only at Christmas 
time in his distribution scheme the 
hardware man works the entire year 
around. 

Nearly all hardware men _ stock 
toys at Christmas. A big percentage 
of them stock them the entire year 
around, changing the toys to suit the 
season. It is perfectly logical that the 
things that bring the boys and girls 
into the store and, furthermore, bring 
the fathers and mothers in during 
December will also bring them in 
during the other seasons of the year. 

Wheel toys within a month will be 
in great demand among all classes of 
boys. Tricycles and bicycles for the 
larger boys, tool chests and mechani- 
cal and education toys for the 
medium aged boys and all sorts of 
toys for the smaller children will be 
wanted within the next few weeks 
in every community center in the 
country. 

In answer to a query sent out by 
HARDWARE AGE it was ascertained 
that hardware dealers in aJ] parts of 
the country have learned that toys 
are trade getters the entire year 
around, that wheel toys and mechani- 
cal toys are in demand every day in 
the year and that the better class of 
toys sold only in hardware stores, 
and in the big cities in special toy 
stores, were by far the best sellers 
and the most satisfactory to handle. 

Look Over this Situation 

Here is a summary well worth 
studying and analyzing. The better 
grades of toys in the first place bring 
more profits. They likewise bring 
less complaints and the breakage for 
the hardware man is practically re- 
duced to nothing at all. Any child 
will give his new toy much usage 
and much abuse. To stand up as it 
should the toy must be made in 
workmanlike fashion. Just thrown 
together so that it can be exhibited 
and then sold won’t do any more. 
The department stores and the chain 
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catchpenny stores will sell cheap 
toys. The latter has no reputation 
to build up, as it is understood that 
the store is cheap, and the depart- 
ment store with its many various in- 
terests can afford to pay but little 
attention to using good toys as a 
trade builder. 

With the hardware man it is 
different. Good toys well sold will 
bring back returns in other lines and 


‘will educate the parents of children 


to patronize the hardware stores for 
everything that they have to offer. 

In every boy there is some little 
spark of mechanical genius lurking. 
The educational mechanical toy has 
been able to bring out the best that 
is in him. Teaching young America 
more about construction work and 
engineering by the use of mechanical 
toys has been perfected during the 
past few years until every boy when 
he reaches the proper stage almost 
demands a set of “bridges” or grown- 
up building blocks. 

The wheel toys are now built for 
all ages and both sexes. From the 
time the child is able to walk until 
the first pair of long pants—or the 
equivalent for girls—some sort of a 
“scooter” is used, especially in the 
spring and summer months. The 
average healthy American child 
alternates between his wheel toy and 
his roller skates during the pleasant 
weather, and on the disagreeable days 
or the cold days the mechanical toys 
and the dolls receive about equal at- 
tention. 


It has been so often demonstrated 
that toys are all-year-round winners 
that it is scarcely believable that 
there are still a few hardware stores 
where they are not handled. 

Down in Tennessee 


During the past Christmas season 
the Tennessee Hardware Co., Hum- 
boldt, Tenn., held a contest which 
brought to them hundreds of dollars 
and made many new friends. It was 
a regular drawing contest whereby 
girls and boys under fifteen years of 
age could enter by leaving their 
names. On Christmas Eve the boxes 
were opened and the drawing took 
place, the prizes being an air rifle 
for the lucky boy and a doll for the 
lucky girl. The contest opened on 
Dec. 6. 
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The result was that when the chil- 
dren came to register their names 


the mother or father usually accom-. 


panied them and, to quote the letter, 
“Almost in every instance a sale was 
made before they left the store and 
our name was advertised in every 


There is a certain definite appeal in a window like this. 


HARDWARE AGE 


crowded but it attracted the kids just the same 


home where there was a little one.” 
And to quote the letter further: 
“We are highly pleased with our en- 
trance into the toy business; it is a 
profitable one and a pleasure to deal 
with so many of the younger people.” 
Incidentally the Tennessee Hardware 


Co. had the largest stock of toys in 
Humboldt and practically cleaned 
them out before Christmas. 

We have yet to hear of a hardware 
store that has entered the toy busi- 
ness and that has gone after it right 
that has not made a big success. 


Note the different toys displayed 





Pro’s and Con’s of the Washer Business 


The Value of Demonstrations Discussed — Churchill 
Hardware Co. Have Much Success Without Added Expense 
While Other Stores Feature Actual Operations 


chine department in a retail 

hardware store depends more 
upon store and the men behind it 
than in the system employed. Any 
system is successful if it results in 
a good washer business, with each 
sale carrying a reasonable profit. 
The method employed is only one 
means to anend. The system which 
wins in Plymouth, Mass., may fail 
in Hood River, Oregon. It’s up to 
the individual dealer to work out 
the selling plan best adapted to his 
town and community. 


T HE success of a washing ma- 


Bunting Demonstrates; Churchill Does 
Not; Both Are Successful 


In any washing machine cam- 
paign the matter of demonstration 
naturally comes up. To some deal- 
ers it is the key to washer business; 
to others it seems unnecessary. 
The Bunting Hardware Co., Kansas 
City, Mo., features demonstrations 
and does a remarkable washer 
business. The Churchill Ha:dware 
Co., Galesburg, IIl., sidesteps the 
demonstration and likewise regis- 
ters success. 

“It is our experience that wash- 
ers can be sold in a profitable vol- 
ume without the annoyance and ex- 
pense of demonstrations,” said H. E. 
Griggs of the Churchill Co. “We 
will admit that we do not sell as 
many as we might through employ- 
ing the customary methods, but we 
are convinced that the added busi- 
ness we might get would not be jus- 
tified by the added expense of dem- 
onstrations.” 

Many hardware men will agree 
that the demonstration idea has 
been abused, but few of them be- 
lieve it should be abandoned. Many 
believe that so long as the electri- 
cal shops, department stores and 
others are sending out their ma- 
chines for home trial, the hardware 
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On Feb. 3 the annual spring buying num- 
ber of HARDWARE AGE will be issued. This year 
it will contain more merchandising stories and _ bristle with selling ideas for the man who comes 
ideas, more pictures and more actual “meat” 
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The Churchill Store, Galesburg, Ill. 


store must do likewise or lose val- 


‘uable business. 


Demonstrations are a whole lot 
like other things in whieh the abuse 
and not the use is an evil. Some 
people impose on the demonstration 
idea, and make a target of the dealer 


with little or no idea of buying. 


Sometimes the dealer insists on 
demonstrations in the home wher 
his good judgment tells him it is 
next to useless. Yet the fact re- 
mains that hundreds of machines 
are sold because they have been 
gotten into homes where sales 
would never have been made any 
other way. 





One store which became con- 
cerned with the demonstration idea 
because it has several demonstra- 
tors in its warehouse shifted its 
policy so that never more than one 
demonstrator was in use. Appoint- 
ments were made so that the one 
machine could handle all the dem- 
onstrations. After a few weeks’ use 
the machine was cleaned and pol- 
ished and carefully inspected and 
offered for $10 under the regular 
price and it sold readily, making the 
item of loss through deterioration 
very small when spread over forty 
or fifty demonstrations. Oftentimes 
a prospect would say “you needn’t 
send out another machine. I know 
just what this one will do and 
would rather keep it than to take an 
untested machine.” Thus there was 
no loss on the machine itself. 

Be that as it may, the records of 
the Churchill Hardware Co. prove 
beyond doubt that this progressive 
Illinois firm is more than ordinarily 
successful with its no-demonstra- 
tion policy. 

Difference of Opinion on the Time 

Payment Policy 


There is also a marked difference 
of opinion in regard to the payment 
terms best suited to washer sales. 
In the Churchill store the settle- 
ment basis on which washers are 
sold is thirty or sixty days. That, 
of course, is not quite so restrictive 
as a cash policy. However, the in- 
stallment plan, according to many 
jobbers and retailers, is the thing 
that has made big sales possible. 
Without it, they say the industry 
would be still in its swaddling 
clothes. 

“T see no valid argument against 
the payment plan,” said J. A. Brown 
of the T. B. Rayl Hardware Co. In 
fact there is a big vital reason in 
its favor, It induces people to come 
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Tubs and boilers and other accessories can always be sold when the washer is sold 


into the store once a week, or once 
a month, for a long period. They 
are bound to become better ac- 
quainted with the store and more 
familiar with the lines carried. 
They are sure to make some addi- 
tional purchases during those visits 
and they form the habit of coming 
to the store. Habit takes us to our 
old haunts and it is worth a whole 
lot to get a family in the habit tf 


visiting our stores. Installment fur- 
niture houses calculate it costs $10 
to open a new account, yet they re- 
gard it as money well spent. The 
hardware man can afford to sacri- 
fice some profit on an article if it 
means establishing permanent busi- 
ness relations. 

All of which goes to prove that dif- 
ferent stores in different localities 
have different ways of selling wash- 


ing machines. The methods which 
one community likes and can be con- 
vinced with will.not apply to another 
locality at all. Dé@monstrations will 
always pay some stores while others 
will find business just as profitable 
without them. The matter is always 
a local one and an individual one and 
must be treated that way. However 
the business is always to be gained in 
one way or another. 


A guarantee is given with every washer that the Churchill store sells and it has become a great incentive toward sales 





When the Farmer Wants an Axe or Saw 


The Small Town Dealer Has a Great Opening Right 
Now to Sell Wood Chopping Accessories to His 
Friends from the Farm— Advantages of Coal Shortages 


HREE or four thousand years 
Ts the Egyptians started to 

make steel and no doubt some 
of it went into the making of such 
wood-cutting tools as axes and saws. 
Not only has the steel, itself, been 
improved in the past centuries, but 
the implements which we use to-day 
are quite different, too. 

Take Asa Tripp, for instance, 
when he calls at our hardware store 
for a cross cut saw. There are vari- 
ous models from which he can make 
his selection; there’s the standard 
grind in the regulation width, the 
thin back, or the narrow width, if 
he so chooses and also his choice as 
to kind of teeth in the cutting edge. 


By A. H. VAN VorRIS 


Yes, Asa must be.a pretty particular 
chap; indeed, if our modern hardware 
merchant can’t outfit him according 
to his own idea of just the right kind 
of cross cut saw for his use. 

In the winter months, work on the 
farm is not so strenuous as in the 
growing season when crops must be 
attended to, or in the harvest time 
when the farmer must beat Old Man 
Weather at his own game, and out- 
guess him as to his next move. 

In a measure, the wood-lot com- 
prises a real, winter crop, for it 
surely consists of something which 
grows on his farm and which when 
“harvested” either furnishes the 
farmer’s home with warmth and 


comfort against Jack Frost’s chill 
invasion, or else it provides him, in 
addition to his own supply, with a 
source of winter income for idle mo- 
ments. 

‘Laying in the winter supply of 
stove wood, filling up the wood- 
house with its pile after pile of good, 
hard wood, means plenty of work for 
the farmer and for his help, and it 
also means an outfit to use in the 
woods. 


His Winter Time Tools 


The tools with which he works 
form one of the truest indications of 
a good farmer. This applies to the 
agricultural implements with which 









































A display like this of axes, sledges, hammers and hatchets will make the farmer your steady friend 
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Realistic to a detail and even includes 


he plants and harvests his crops, and 
in the same manner, to the tools he 
uses in the winter time. If he looks 
fairly successful and prosperous and 
keeps up the appearance of his place, 
we will probably find, by looking at 
his wood-house, that this is piled 
high with several cords of stove 
wood. Many farmers are entirely 
dependent upon their wood lot, for 
coal is frequently so scarce in the 
nearby village that the coal dealer is 
only able to supply his regular village 
customers. Many a time during the 
present winter, we have called up the 
coal-house, at the request of some 
out-of-town farmer, to see if they can 
spare him a load of coal, only to find 
that they must use judgment in 
order to make out with the village 
folks. 

This does not work out so badly 
for the hardware man, for the felling 
of trees and the working of them up 
into stove wood still involves good, 
sturdy muscles at the end of the 
cross-cut or the axe, and since these 
tools do not last a lifetime, there is 
always a continual ready sale for 
them from the store of the small 








the grinder. 


town hardware merchant. 

Suppose Hank Tillison bought a 
good axe of you last season, and was 
unfortunate enough to break the 
helve, in chopping an extra tough 
chunk. Is his axe laid up for keeps? 
By no means, for he can buy a new 
helve and wedge, at a small expense, 
and can fit it to the axe, himself. 
Sometimes we are able to buy 
locally some hand made _ hickory 
helves, and despite their increased 
cost, they sell easily. Some farmers 
must be quite ingenious in shaping 
helves over again, too. Not long ago, 
I recall getting rid of one to a 
farmer at half price; it was a splen- 
did, straight grained helve originally, 
but it must have been seasoned too 
quickly, for it twisted and curved up 
to such an extent that one could al- 
most chop around a corner with it. 
He said he could steam it out to 
shape again, and seemed quite 
pleased with his purchase. Many 
farmers are clever workmen, and 
this affords an _ all-the-year-round 
opportunity to sell them various car- 
penter tools. 


Axes are funny things. They 





Notice the sign, “Cut Your Own Wood; It Will Warm You Twice” 


illustrate the old saying that all is 
not gold that glitters. Some of them 
are indeed all painted, gilded, pol- 
ished and labelled up to look like a 
million dollars. But how soon some 
of them show the “common clay” of 
their composition! It has been our 
experience from years of experience, 
that only the best of wafranted axes 
is the only kind we can successfully 
handle. When we sell one of them, 
we are selling service with every axe, 
and in the rare case of “returns” 
there is no question about the re- 
placement, so long as it is apparent 
that the axe is at all in fault. We 
prefer to be out of axes than to take 
a chance on unknown quality, just 
because they are easier to get and 
can be sold for less money. 

There are a dozen or more patterns 
in the single bitted axe, and perhaps 
two-thirds as many in the double. 
Of course, it’s impractical for any 
one dealer to try to carry them all in 
stock—that’s beyond all reason. We 
find that our customers prefer the 
Delaware pattern, so we offer an as- 
sortment of varying weights from 
(Continued on page 120) 








A Contest Held in the Store Window 

















Goods Displayed, Interest Aroused and the Contestants 


Actually Working 


Brought Many Customers to One 


Store—Most Novel Plan That You Can Easily Follow 


OOLS have never been 
i given their proper share 
-of credit. They have 
always been taken too much 
as a,matter of course. Poems 
and stories have been sung 
and written through all the 
ages about dogs and cats and 
ships and tombstones. But 
nobody except carpenters, mechanics 
and hardware dealers have ever 
shown anything that could be called 
animated enthusiasm about tools. 
From the time of the building of the 
tower of Babel and Noah’s ark, down 
through all the years that witnessed 
the architectural triumphs of the 
Middle Ages, history has little to say 
about the use and the abuse of tools. 
Yet tools have done as much as any 
other thing to make the material 
progress of civilization possible. 
The ingenuity of the Yankee has 
probably contributed more to the in- 
vention and development of all kinds 
of modern tools than any other 
known influence. The extension of 
manual training in the public schools 
of America during the past few 
years has awakened a new interest 
in tools among boys. A number of 
hardware dealers throughout the 
country have taken advantage of 
this opportunity by further stimu- 
lating the interest in tools that 
every year is growing more and 


Old Tools 


Old Tools, of craftsmen who have long been dust, 
We pause to pay our tribute of respect 

To each of you, and all your worthy masters. 
The gloomy grandeur of Egyptian tombs, 
The classic temples of the Golden Age, 

The medieval dignity of Gothic fanes 

With all their rare, rich carvings in stone and 
Still stand. . . to do you honor among men. 


more evident. Some slight sugges- 
tion may be gained about the quan- 
tity of tools manufactured yearly 
in the United States by a glance at 
the export figures for the year end- 
ing June 30, 1920, which shows that 
the valuation of American tools ex- 
ported during that year amounted 
to $31,125,863. 

As a practical illustration of what 
the hardware dealer can do in the 
way of developing not only his tool 
sales but also the general interest 
of his community, especially among 
the boys, we venture to tell about 
an unusual campaign inaugurated 
by Henry Nerge when he was in 
charge of the M. Eberhart & Son 
Co., Inc., 1501 Third Avenue, New 
York. The firm was sold out a short 
time after the death of Mr. Eber- 
hart, but the plan followed and the 
lessons learned by Mr. Nerge during 
this particular campaign are worthy 
to pass on to hardware dealers no 
matter where they are located. 

“In laying out our advertising 
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campaign for the first year of 
our new store,’ Mr. Nerge 
says, “I considered how I 
might best reach out for the 
trade in our vicinity, giving 
special attention to trade 
which would not ask for 
charge accounts or require 
delivery service and whose 
call at our store would permit us to 
make suggestive displays that would 
bring about the extra sale we are 
all so anxious to make. 

“I thought this might be best ac- 
complished by classifying the pros- 
pective customers so that the gen- 
eral advertising might be supple- 
mented with advertising designed to 
draw a certain class of buyers. As 
this supplemental class advertising 
was arranged according to a deter- 
mined schedule based on the time 
of the year when the best results 
might be expected from each class, 
our window displays and inside dis- 
plays were put on a schedule so as 
to assist in carrying out this part 
of our campaign. 

‘We secured our general mailing 
list from all sources available and 
keyed this list to show the character 
of trades, such as men, women, 
children, etc., and the character of 
goods in which they might be in- 
terested. 

“The first school boy advertising 


wood, 
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period was set for the last two 
weeks in May based on the belief 
that this time was suitable because 
it would be shortly before vacation 
period when a number of the school 
boys would be taking on a summer 
job and would be best able to 
gratify their desires out of their 
earnings. Also, I figured, the 
fellows who would not go to work 
would have a good deal of time on 
their hands to run errands and also 
to become interested in the use of 
tools, toys, ete. 


The Never Failing Contest 


“T decided that a contest of some 
kind would probably best appeal to 
boys and that if I could get the boys 
interested they could be depended 
on to help advertise the event. I 
had to hit on some contest that 
would give the little fellow just 
starting school a chance with the 
boy that was about to graduate—in 
short, something that would be of 
interest to all school boys regardless 
of their class or age. I had to keep 
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in mind that I was limited in my ap- 
propriation. I believed it would be 
best to put most of the appropria- 
tion into the prizes so that there 
would be at least three for general 
prizes and a prize for each school 
class. If it was to be a contest of 
skill some provision had to be made 
as to the time limit of the job and 
to guard against unfairness in sub- 
mitting gvork as well as to get the 
best advertising results both from 
the boys and from their parents. 
“A well known toy manufacturer 
had made up a box of small tools 
with the necessary wood and other 
supplies to make up airplanes, toys, 
etc. I arranged with these people 
so that they would cooperate with 
me and secured from them a mechan- 
ical window display which I ran one 
week before the contest together 
with an announcement. In addition 
to the mechanical display furnished 
I secured a finished airplane made by 
these people, removed the connection 
to the propeller, fastened the air- 
plane so that it would hang in the 
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center of the window, and had the 
propeller spin around by means of an 
air current thrown from a concealed 
fan. 

“This window pulled not only the 
boys but the grown-ups. There was 
motion, color, and novelty to attract, 
and interest enough to hold so that 
the crowd grew big and we were 
able to keep enough people in front 
of the window to draw the average 
passerby who wanted to find out 
what the other fellows were in- 
terested in. 

“Then we went 
boys interested enough to take a 
hand in the contest. After secur- 
ing permission to visit the schools 
in our neighborhood, the first day 
we called on two of the ten schools 
we had selected. 


out to get the 


Getting Started 


“That ended our visits to the 
schools. We had enough boys lined 
up the first afternoon waiting to en- 
roll for the contest to keep the con- 
test going for four days. We had 























This window is the next best thing to an “action” window. 





It has all the suggestion of action 
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allowed a week’s time for the con- 
test but the boys came in such num- 
bers that we had to extend the 
period for an additional week. As 
each boy registered his name, ad- 
dress, school class and school were 
entered on a tally sheet, so that we 
could check up and guard against 
repeaters. We allowed _ one-half 
hour to each contestant and the tally 
sheet showed the time period as- 
signed. In addition to this entry 
each boy was supplied with a regis- 
tration card, showing his name, ad- 
dress, class, school and assigned 
time period on both the body of the 
card as well as on the coupon. This 
card and coupon was_ presented 
when the contestant came to do his 
work. The card was retained by 
the boy and the coupon was placed 
in a small blank envelope which was 
attached to his work, thus insur- 
ing fairness when it came to the 
time of deciding on the winners. 
We had to do everything right be- 
fore the boys to show them that the 
contest was to be an absolutely fair 
one. The average boy is a mighty 
suspicious fellow. 

“Our window was large enough to 
hold four small work benches and 
we were thereby enabled to keep 
four boys going at one time. We 
explained on our contest announce- 
ment cards which we distributed to 
the boys that each contestant would 
be required to cut out with a scroll 
saw a figure of eithet an animal or 
toy, depending on what class he at- 
tended. The lower class boys were 
assigned a simple figure, a dog, ele- 
phant, etc., while the boys in the 
higher classes were required to 
make up a mechanical toy. The 
time period in each case being the 
same. They were also advised that 
we would furnish the design sheets, 
carbon paper for tracing, wood, etc., 
without cost to them, and that the 
work had to be performed in our 
window. This guaranteed them 
that the contest would be absolutely 
fair and gave us the advantage of 
drawing the crowds which gathered 
to watch the boys work, 

The Grown-Up Interest 

“During the contest we had a 
number of men come into the store 
and talk to us about some of the 
scroll saw work they had made some 
years ago. From these men we 
were able to borrow a number of at- 
tractive pieces of scroll work which 
we exhibited in our window, the fol- 
lowing week in connection with 
saws and small tools. 

“We appointed three judges to 
award the prizes. Our bank presi- 
dent was chairman and was assisted 
by two carpenters. After the win- 
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ners had been selected we sent each 
boy who had entered the contest a let- 
ter thanking him for his interest and 
promising him another chance at a 
contest in the Fall. We also ad- 
vised the boys that the work they 
had made would be given to them if 
they called for it. 

“The contest which I had ar- 
ranged for the end of the year was 
set for the last week in November 
bringing it as close as I could to 
Christmas. It was to be a box 
making contest so as to give the 
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boys a chance to use a larger variety 
of tools and afford us an opportunity 
to create a demand for tool chests 
as Christmas gifts.” 

We feel it incumbent upon us to 
say by way of conclusion, because of 
the modesty of Mr. Nerge, that the 
value of the publicity gained as a re- 
sult of these campaigns more than 
compensated for the trouble ex- 
pended in preparation, and that the 
monetary results netted both attrac- 
tive and substantial profits to this 
progressive hardware store. 


Henry Bode Dead 


The news of the.death of Henry 
Bode on Christmas Eve, Dec. 24, 1920, 
at his home in Cincinnati, will prove 
a shock to his many friends in the 
hardware trade. Though not engaged 
in the hardware business since 1901, he 

















Henry Bode 


nevertheless was in constant touch 
with the trade and many of the factory 
representatives, as well as former cus- 
tomers, would make it a point to call 
on him when in Cincinnati, thus attest- 
ing the high esteem in which he was 
held by all. Mr. Bode was born in Cin- 
cinnati, Aug. 28, 1854; entered the 
wholesale hardware business as a boy, 
and because of his energy and thor- 
ough knowledge of the business held 
responsible positions with several of 
Cincinnati’s pioneer hardware houses. 
For several years he was the “star” 
salesman of the Perin & Gaff Hardware 
Co., and decided in 1880 to branch out 
for himself in the wholesale line. He 
formed a partnership with W. H. 
Lowry and E. P. Neave under the firm 


name of The Lowry Hardware Co. In 
1885 he purchased Mr. Lowry’s and Mr. 
Neave’s interest, and changed the name 
to The Bode Hardware Co. The re- 
markable energy and enthusiasm of the 
man was shown by his ability to build 
up, on a limited capital, a large and 
successful wholesale hardware busi- 
ness in face of the most aggressive 
competition. 

By 1890 the business had grown to 
such an extent that he decided to take 
in outside capital, and he took into 
partnership O. L. Burger (now presi- 
dent of the Kruse Hdwe. Co.) and the 
new company moved their stock to 180 
Main Street. In 1902 Mr. Bode de- 
cided to retire from the hardware busi- 
ness, and the business was sold to the 
Kruse Hardv-are Co., a new corpora- 
tion, consisting of the Kruse Brothers, 
Geo. W. Kleinschmidt, and O. L. Bur- 
ger. 

Mr. Bode, because of his irrepressible 
energy, could not remain inactive for 
any length of time and soon joined 
forces with his brother in the Bode 
Wagon Co., holding the office of vice- 
president when he died. Always a 
genial, kindly gentleman, his many 
firends in the hardware trade in the 
Central West will feel his loss keenly. 


Accessory Mfrs. to Meet 


The board of directors of the Motor 
and Accessory Manufacturers’ Asso- 
ciation have issued a call for the annual 
meeting of the association, to be held 
on Wednesday, Jan. 12, 1921, at the 
Hotel Commodore, New York, beginning 
at 2 o’clock. 

In addition to the regular business 


‘of the meeting, which includes the elec- 


tion of officers for the ensuing year, 
there will be an innovation in the form 
of an open forum. This will be a gen- 
eral discussion of the association’s ac- 
tivities and it is expected that the ex- 
change of viewpoints will be helpful 
and stimulating. 


The Fisk Rubber Co., Chicopee Falls, 
Mass., has passed the quarterly divi- 
dend of 75 cents a share on the common 
stock. The regular dividend of 1% per 
cent on the preferred stock has been 
declared, payable Feb. 1, 1921. The 
common dividend was passed to con- 
serve cash. 
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“Something to Think About” 


HE following letter, under the 
- caption “Something to Think 
About,” has been sent out by the 
Charlotte Hardware Co., Charlotte, 
N. C., to its salesmen: 

“The fall in wholesale commodity 
prices in the past seven months is 
the most decided drop that has oc- 
curred in the recorded history of the 
United States. That this decline has 
not been distributed evenly among 
all commodities—The Liberty Na- 
tional Bank of New York shows by 
the following figures representing 
the percentage of decrease or in- 
crease in prices of representative 
commodities between April 1 and 
December 1, 1920: 


Per Cent 
Breadstuffs ........ Decrease 32.7 
eg Serre 19.7 
PYOVISIONE 6.050020 12.1 
PYOME ho csxewwcnes dee 
Hides and leathers.. 29.9 
MINE gare adioenw ene 54.5 
pO Pre ere 36.6 
Coal and coke....... Increase 3.1 
Ce aseGade tdecewws Decrease 32.2 
Naval stores ....... 36.6 
MIE cco tins-e soe 8.4 
Chemicals and drugs. 7.9 
Miscellaneous ...... 46.3 


“The Independent Steel Companies 
have reduced their prices down to 
the level of the Steel Corporation’s 
on bars, sheets and wire products. 
The significance of this news should 
not be missed, which shows lower 
production, and on the other hand 
we find the Steel Corporation has in- 
creased their production for Novem- 
ber about 2 or 3 per cent, so that it 
was running from 90 to 91 per cent 
capacity. 
claim made by various independent 
steel producers of a lower operating 
cost than when they were getting 
premiums for their finished products. 

“Statistics estimate the present 
capacity in steel ingots about 52,000,- 
000 tons per annum. Steel Corpo- 
ration’s capacity to be about 23,000,- 
000 tons, leaving for the independents 
about 29,000,000 tons. These figures 
represent tonnage when operating a 
full capacity. However, we find the 
present situation very much one 
sided. The real situation at the 
present shows the Steel Corporation 
operating on a basis 20,500,000 ton- 
nage, and the independents only on 
10,800,000 tonnage. This condition 
cannot last long. The independents 
having the capacity for the larger 
tonnage and now operating only 
about 50 per cent of the Steel Cor- 
poration means either further shut- 
downs, or price recessions, and we 
predict price recessions, as shutting 


down and stopping tonnage produc- 
tion is like water flowing over the 
dam—once lost always lost, so we 
don’t figure that many of the steel 
mills will close for a longer period 
than necessary for needed repairs, 
and a readjustment of wages. Then 
they will come back into the market, 
and if the Steel Corporation’s prices 
won’t get the business needed they 
will take business at less price. The 
same law of supply and demand that 
brought prices on textiles down will 
operate same in steel products. 


; What to Expect 
“Many commodities are already 
selling at pre-war prices, while 
others are still at their peak. Prices 
will commence to stabilize and busi- 
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ness will revive only when the under- 
lying economic factors permit it. A 
falling market from all present indi- 
cations can therefore be expected 
during the next two to three months. 

“The buying power of the Ameri- 
can public is still at high levels and 
is shown by latest Government re- 
ports, that the per capita circulation 
of money on December 1 was $59.41, 
against $55.65 for December 1, 1919, 
and $16.92 January 1, 1879. When 
steel declines to a level that is really 
an investment, you will see the so- 
called “buyers’ strike” overcome, 
and this enormous latent buying 
power will come into its own and you 
will see business begin to hum, and 
a general business revival will start. 
Soon after the first of the new year, 
credit conditions will be easier, and 
interest rates downward tending 

(Continued on page 120) 
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The Business Quiz—No. 8 


Question No. 1—What is known as the “eighty per cent” co- 


insurance clause? 


Question No. 2—What is known as the “tickler system” of fil- 


ing? 


Question No. 3—What one particular business fault is re- = 
sponsible for the major portion of failures? 
Question No. 4—What is known as a negotiable instrument 


under existing laws? 
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tal” and “Working Capital?” 


and what does same consist of? 
Question No. 5—In what manner are corporations classified 


Question No. 6—What is the difference between “Fixed Capi- 


Answers to Business Quiz No. 8 


Answer No. 1—The “eighty per cent” co-insurance clause 


We also note a sudden. E 


Te 
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reads, “This company shall not be liable for a’ greater proportion 
of any loss or damage to the property described therein than the 
sum hereby insured bears to eighty per centum of the actual cash 
value of said property at the time such loss shall happen.” 

Answer No. 2—The “tickler system,” which is short for “par- 
ticulars,” is a device or warning placed on cards, papers or other 
data which shall require prompt attention at some particular time. 

Answer No. 3—It is proven that over 84 per cent of failures 
in recent years have been among merchants that do not advertise 
in some form or another. 

Answer No. 4—A negotiable instrument is divided into the 
following classes: (a) Bills of Exchange, (b) Promissory notes; 
(c) Bank Notes; (d) Checks; (e) Bonds; (f) Certificates of De- 
posit; (g) Bank Drafts. 

Answer No. 5—Corporations are classified under existing 
laws as (a) Public, i.e., who carry our government or civic func- 
tions; (b) Quasi-Public, covering railways, telephone, telegraph; 
(c) Private, those conducted for private benefit of members. 

Answer No. 6—Fixed capital consists of Building, Real Estate, 
Machinery and securities of subsidiary corporations. Working 
capital is, (a) Cash on hand or in bank; (b) Accounts and bills 
receivable; (c) Raw material, finished and unfinished products 
in stock, (d) Securities of other companies held as temporary in- 
vestment. 
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TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
1808 Main Street, Dallas. 


PACIFIC NORTHWEST HARDWARE AND 


IMPLEMENT ASSOCIATION CONVENTION, 


Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kan- 


sas City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 
MISSOURI RETAIL HARDWARE ASSO- 


CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. FF. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. . 

OREGON RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Jan. 25, 26, 27, 28, 
1921. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be at the Rome Hotel and Ex- 
hibition at the Auditorium. George H. 
Dietz, secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 11, 1921. 


Coming Hardware Conventions 


W. B. Porch, secretary-treasurer, Okla- 
homa City. 

NortH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10, 1921. C. N. Barnes, secretary, 
Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 16, 16, 17, 18, 1621.. H.0: 
Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 


Knowing the Stock as 


NEw CANAAN, CONN., 
Jan. 3, 1921. 


Editor HARDWARE AGE: 

Was very much interested in the 
article by Mr. Barstow in the issue 
of December 30, wherein he stated 
that the consumer knows’more about 
an article than the person who is 
making the sale. 

This is too true, and is due to the 
fact that store owners are too busy 
at the detail work to educate their 
salesmen in the finer points of sell- 
ing merchandise. 

Every merchant is in business for 
profit, but how many merchants gain 
their extra profit on creating a de- 
mand and supplying the demand? 
Creating a demand means simply to 
select any article of merit and find 
the talking points and dwell on them. 

For instance: The other day a 
customer made the remark that she 
had a coffee mill with a broken jar, 
and that she had been unable to re- 
place the jar. The salesman merely 
by making the remark that the 
coffee mills that “we’’ carry have a 
parts list packed inside and you can 
get any part of “our” mill at any 
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23, 24, 25,1921. A. R. Sales, secretary- 
treasurer, Mason City. 


SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 28, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build- 
ing, Minneapolis, Minn, 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
23, 24, 1921. Thos B. Howell, presi- 
dent and acting secretapy, Richmond. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, _ secretary-treasurer, Dal- 
hart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia, 
and Tennessee Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


Well as the Customer 


time. The result was a sale, a 
pleased customer and an intelligent 
bit of salesmanship. 

The proprietor of a store I have 
in mind called his salesmen together 
and showed them a new kind of 
furniture polish, stating that this 
brand paid a little bit more profit 
than the better known brand and 
asked that they get busy and get it 
started. Now any one who has 
waited on the retail trade knows that 
a woman wants what she wants in 
the oil mop and polish line. 

My method was to state that 
chemically our new polish was prac- 
tically the same as the standard, but 
as they eliminated the paper carton, 
the quantity was full pint instead of 
the customary 12 ounces. It got ’em 
all and to-day we’re selling the profit 
maker about 10 to 1. 

There’s a talking point that the 
customer can’t see in nearly every- 
thing sold and quietly calling atten- 
tion to it is the difference between 
an order taker and a salesman. 

Yours truly, 
A. T. DE Forest. 
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A Gilt-Edge Investment 


HERE are two kinds of investments—good and bad. One is an item of expense only 
T in the initial stages. Then through direct or indirect returns it passes out of the 

expense column and becomes a matter of profit. The other remains in the expense 
column permanently, and represents a loss. 


© Both face close scrutiny of business men in the light of present conditions, reflected by 
New Year resolutions. 

q It is good business policy to cut down expense, but in the commendable zeal to eradi- 
cate unnecessary costs, there is danger to investments which do not show direct, imme- 
diate cash returns. 





q For example: The stock of a hardware store is an investment. An overstock is an 

f expense. Therefore, to cut down an overstock reflects good judgment. At the same time, 
the merchant who cuts his stock of merchandise to a point where it is inadequate to the 
needs of his community, converts a good investment into a poor one. He may think that 
he is cutting down expenses. In reality he is reducing his investment, and thereby cut- 
ting down his sales and his profits. 


q The same thing holds good with the hardware merchant who regards the cost of attend- 
ance at his State Association convention as an item of expense. As a matter of fact it is 
one of the few investments which should be placed in the one hundred per cent column. 


q No other factor in retail hardware merchandising will show the same cash return, dollar 
for dollar, as open-minded attendance at the conventions of the trade, provided, of course, 
that the information received there is utilized. If hardware conventions did no more than 
bring dealers together in friendly intercourse they would still be in the gilt-edge invest- 
ment class, ; 


E q These are trying times. Business is suffering because of a peculiar mental attitude that 
res is affecting manufacturers, jobbers, dealers and consumers. A mental attitude not in ac- 
ee cord with basic conditions, yet none the less real. A mental attitude which can only be 
Pa changed through co-operative effort. The greatest field for this effort is the trade con- 
b vention. 


q There will be more business policies shaped, more vital questions threshed out on con- 
vention floors this season than ever before in association history. Attendance never rep- 
resented so good an investment. 


q For several years business has been coasting. The momentum brought about by war 
conditions has furnished practically all the power. Now that momentum has spent itself, 
and if business is to continue to go forward, business men must furnish the power under 





4 which it travels. Individual effort will accomplish something. Collective effort will ac- 
E complish infinitely more. Only the combined power of business interests will bring back 
re business momentum. 

. { Money is not tight to-day. The tightness lies in the grip of those who own money. Con- 


fidence is needed to break that grip, and hardware conventions radiate confidence. There 
is always confidence in numbers. 


q If your business is poor to-day, it is because you have failed to create in the minds of 

the consumers a desire to buy. Others are successful because they have made the people 

of their communities want the merchandise on their shelves. An interchange of ideas and 
| c. methods at your convention may put your business into the profit division. 


q AS a progressive merchant, you are interested in what other progressive dealers are do- 
ing or contemplate doing. Your failure to know can easily cost you much more than the 
) few dollars incident to convention attendance. 
{ Forget the initial expense. Remember instead that your convention is an investment, 
the returns of which are limited only by what you put into it. 
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Opposition to Turn-over Sales Tax Develops 


Hardware Man Points Out Uncertainty As to Collections—Gov- 
ernment Makes Big Concession on Figuring Inventories 
By W. L. CROUNSE 


WASHINGTON, Jan. 10. 


F the business men of the country 
I understood the real merits of the 

so-called turnover tax, now being 
discussed in Congress as a substitute 
for the excess profits tax, they would 
oppose it solidly. This positive state- 
ment was made in an address deliv- 
ered, before the City Club at its forum 
luncheon last week, by Fayette R. 
Plumb, the well-known Philadelphia 
hardware man, formerly president of 
the American Hardware Manufactur- 
ers’ Association and now serving as 
the chairman of the tax committee of 
the National Industrial Conference 
Board. 

“Many business men throughout the 
country seem to be in favor of the sales 
tax,” said Mr. Plumb, “but I think it’s 
really because they do not understand 
the disastrous effect that such a tax 
would have. If the tax plan were 
adopted, I am sure they would be sorely 
disappointed.” 

Mr. Plumb explained that three 
types of tax plans had been suggested: 
First, a tax on every sale or turnover 
and a tax for all services rendered; 
second, a tax on every sale or turnover 
of only commodities; and third, a tax 
on all final sales, or a retail sales tax. 
He did not refer to the other forms of 
tax now under discussion, such as the 
retail consumption tax to be paid by 
the purchaser. 

Uncertainty Is Chief Objection 

“The uncertainty of the sales tax is 
one of the most serious objections,” 
said Mr. Plumb. “It is almost im- 
possible to estimate what returns such 
a tax would produce. Estimates range 
from $5,000,000,000 down to $750,000,- 
000. 


“Two billion dollars has been agreed 
upon as a fairly good guess, yet ex- 
perts say it is impossible to predict 
acccurately within a billion dollars. 
Surely business men don’t want a tax 
levied that will raise a billion more or 
less than is needed. 

“There is also the danger of special 
classes obtaining exemptions of certain 
commodities from taxation. There is 
also the grave risk of Congress vary- 
ing the rate of taxation for necessities 
and luxuries. 

“The turnover tax of 1 per cent ap- 
peals to many business men because 
under the plan all other taxes on busi- 
ness would be abolished. It seems to 
them a simple tax. Yet business men 
would be compelled to make double 
payments the first year—sales taxes for 
the current year, and income taxes ‘on 
the business of the past year.” 

Notwithstanding the arguments of 
Mr. Plumb and the opponents of the 
sales tax, the popularity of that form 
of impost is increasing among Con- 
gressmen, who see in it an oppor- 
tunity to dispense with half a dozen 
unpopular levies, including the tax on 
so-called luxuries—most of which are 
not luxuries at all. 


New Ruling on Inventories 


Business men in all lines will be 
deeply interested in the effect of a 
carefully considered ruling of the In- 
ternal. Revenue Bureau, just issued, 
permitting all business concerns to 
make up inventories for tax purposes 
on the basis either of actual cost of 
merchandise or of present market 
value. The need for this concession 
grows out of the recent shrinkage in 
market values of goods of every de- 
scription taken in connection with the 
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fact that the right of a dealer to elect 
whether he will invoice at cost or mar- 
ket value expired December 31, 1919, 
leaving him bound to pursue in the fu- 
ture the plan followed by him as to the 
taxes covering the business year 1919. 
The rising market of 1918 and 1919 
induced the majority of business men 
to elect cost price as the lower and more 
favorable basis for inventories but to- 
day market value is usually substan- 
tially below cost. Bound by the system 
adopted in 1919, many manufacturers 
and merchants faced heavy losses 
which, in some cases, spelled absolute 
ruin unless the Government would re- 
instate the option formerly enjoyed. As 
the statute vested discretion in the 
Commissioner to grant relief upon ap- 
plication in individual cases, that offi- 
cial has decided to take the bull by the 
horns and has therefore amended Ar- 
ticle 1574 of the Income Tax Regula- 
tions to read as follows: 
Grants Large Measure of Relief 
“Article 1574. Inventories at mar- 
ket. Under ordinary circumstances 
‘market? means the current bid price 
prevailing at the date of inventory on 
particular merchandise on the volume 
ordinarily purchased by the taxpayer. 
This method of valuation is applicable 
to the cases (a) of goods purchased 
and on hand, (b) of basic elements of 
cost (materials, labor and burden) im 
goods in process of manufacture and 
(c) of finished goods on hand, exclu- 
sive, however, of goods on hand or in 
process of’ manufacture for delivery 
upon firm sales contracts at fixed prices 
entered into before the date of the 
inventory, which goods must be inven- 
toried at cost. 
“Where no open market quotations 
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are available, the taxpayer must use 
such evidence of a fair market price at 
the date or dates nearest the inventory 
as may be available, such as specific 
transactions in reasonable volume en- 
tered into in good faith, or compensa- 
tion paid for cancellation of contracts 
for purchase commitments. 

“Where, owing to abnormal condi- 
tions, the taxpayer has regularly sold 
such merchandise at prices lower than 
the current bid price as above defined 
the inventory may be valued at such 
prices and the correctness of such 
prices will be determined by reference 
to the actual sales of the taxpayer for 
a reasonable period before and after 
the date of the inventory. 

“Prices which were materially differ- 
ent from the actual prices ascertained 
will not be accepted as reflecting the 
market and the penalties prescribed for 
filing false and fraudulent returns may 
be asserted. 


Value of Partly Manufactured Goods 


“Goods in process of manufacture 
may be valued for purposes of inven- 
tory on the lowest of the following 
bases: 

“First, the replacement or reproduc- 
tion cost prevailing at the date of in- 
ventory; or, second, the proper propor- 
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tionate part of the actual finished cost; 
or, under abnormal conditions; third, 
the proper proportionate part of the 
sales price of the finished product, ac- 
count being taken in all cases of the 
proportionate part of the total cost of 
the basic elements (materials, labor 
and burden), represented in such goods 
in process of manufacture at the stages 
at which they may be found on the date 
of the inventory. 

“The inventories of taxpayers on 
whatever basis taken will be subjected 
to investigation by the Commissioner 
and the taxpayer must satisfy the Com- 
missioner of the correctness of the 
prices adopted. He must be prepared 
to show both the cost and the market 
price of each article included in the 
inventory. 

“It is recognized that in the latter 
part of 1918, by reason among other 
things of Governmental control not 
having been relinquished, conditions 
were abnormal and in many commodi- 
ties there was no such scale of trading 
as to establish a free market. In such 
a case when a market was established 
during the succeeding year, a claim may 
be filed for any loss sustained in ac- 
cordance with the provisions of Section 
214 (a) 12, or Section 234 (e 14 of the 
statute. See Articles 261-268).” 


Why the Wholesaler? 


HS the jobber perform a useful 
service to the manufacturer and 
retailer which entitles him to compen- 
sation in the form of a discount which 
is paid him because of his usefulness 
to the trade he serves rather than be- 
cause of the quantities in which he 
purchases merchandise? In other 
words, can a manufacturer allow a 
wholesaler a greater discount than he 
concedes to a chain of stores which buys 
an equal or larger volume without viol- 
ating the provisions of the Clayton Act 
designed to prohibit discrimination. 

These interesting questions are now 
being threshed over before the Federal 
Trade Commission in a case brought 
against the Mennen Company, manufac- 
turers of a line of toilet specialties. The 
case is being followed by both lawyers 
and laymen with special interest as it 
is the first important complaint of its 
kind that has been brought to the atten- 
tion of the Commission. 

According to the allegations in the 
case the Mennen Company allow a spe- 
cial discount to jobbers who are bona 
fide distributors which is in excess of 
the discount allowed to equally large 
buyers who sell direct to consumers and 
perform no distribution beyond their 
own organizations, Such special dis- 
count, the complainants allege, oper- 
ates to the disadvantage of the big 
chains of stores some of which handle 
more of Mennen’s goods than are dis- 
tributed to any single concern devoted 
exclusively to wholesaling. 

Sound in Law and Morals 


,, Assuming for the sake of argument 
- the specific allegation concerning 
the payment of extra discounts is 


true, counsel for the Mennen Company 
contend that the practice complained of 
is not only sound in law but also in 
morals. The framers of the Clayton 
Act, it is contended, did not intend toe 
prohibit such a practice but had in mind 
merely the prohibition of discrimina- 
tion between two customers occupying 
exactly the same position in the trade. 

It is conceded, for example, that it 
would be contrary to law to discrimi- 
nate in discounts between two jobbers 
buying goods in similar quantities and 
on the same terms. It would also be 
against the letter and spirit of the 
statute to make a better price to one 
chain of stores purchasing a certain 
quantity of goods than to another buy- 
ing a like quantity on the same terms. 

But an entirely different case is pre- 
sented, counsel for the Mennen Com- 
pany contend, where a chain of stores 
demands the same discount as is ac- 
corded to a concern doing an exclusively 
jobbing business of an equal volume. 
The functions performed by the two 
organizations are entirely different, it 
is asserted; hence, no reason exists for 
putting discounts on a parity. 
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Discount for Special Service Rendered 


Quantity discounts, as such, should 
be made impartially to all buyers, but 
a special discount is due to the jobber 
who performs a special service which 
is not rendered by any retail organiza- 
tion no matter how large it may be nor 
how many units it may embrace. This 
is the crux of the whole case, in the 
opinion of Mennen’s attorneys. 

That the jobber holds a peculiar place 
in the economics of trade is strongly 
urged. He is not only a quantity buyer 
but he performs two other distinct serv- 
ices not performed by any retail or- 
ganization, however large. 

In the first place, he stimulates trade, 
actually creating new business through 
the energetic efforts of his traveling 
salesmen, who are constantly working 
over the territory covered by his distri- 
bution system. Without this service 
trade would languish and thousands of 
opportunities to place goods with the 
retailers would go unimproved. 

Jobber Finances Retailers 

In the second place, the jobber 
finances the great majority of his retail 
customers to a greater or less extent. 
This service enables the retailer to 
carry stock which he could not buy for 
cash and it enables the manufacturer 
to get the money for his goods with a 
greater degree of promptness and regu- 
larity which would be quite out of the 
question if he were compelled to rely 
upon the remittances of the retailers 
handling his products, to say nothing 
of the enormous advantage of dealing 
with a few large wholesalers of estab- 
lished credit as compared with selling 
to forty or fifty thousand widely scat- 
tered retailers of every degree of finan- 
cial responsibility. 

To readers of HARDWARE AGE this 
discussion before the Trade Commis- 
sion will sound like a symposium of 
jobbers’ clubs on that good old text 
“Why the Wholesaler?” As a matter 
of fact the issue is fundamental and 
goes back to the Garden of Eden, rais- 
ing the issue as to whether the serpent 
was a jobber or retailer of apples. 

Mennen’s attorneys have filed a mo- 
tion to dismiss the compldint on the 
grounds above outlined. Should the 
Commission allow the motion the case 
will terminate without further pro- 
ceedings and Mennen and the jobbers 
will win a big victory. Should the 
Commission decide to hear all the evi- 
dence and argument, however, it will 
require several weeks to complete the 
record and reach a final decision. 


No Boost in Freight Rates 


HAT the railroads of the country 

are making excellent progress in 
their recovery from the blighting effect 
of Government operation during the 
war is evidenced by a statement review- 
ing the work accomplished in 1920 
which has just reached the Interstate 
Commerce Commission from Thomas 
De Witt Cuyler, chairman of the Asso- 
ciation of Railway Executives. The 








showing will encourage every business 
man to hope for better freight and 
passenger service without any further 
boost in rates. 

The year just ended, Mr. Cuyler 
says, saw American railroads placed 
again under private operation and un- 
der such direction saw them move a 
larger gross tonnage than ever before, 
and also established new records in the 
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amount of transportation got out of 
each car. Those records were not 
achieved by the railroads alone but 
with the aid of shippers in unloading 
cars with the “day-and-night, rain or 
shine work of hundreds of thousands of 
employees.” 

What the Railroads Have Accomplished 


Achievements of the railroad compa- 
nies since the return of their lines to 
private operation last March, were set 
forth by Mr. Cuyler as follows: 

Increased the average movement for 
each freight car a day 6.3 miles, from 
22.3 to 28.67 miles; increased the aver- 
age load each car 1.7 tons, from 28.3 to 
30 tons. 

Made substantial reduction in the 
number of unserviceable locomotives. 

Reduced the accumulation of loaded 
but unmoved freight cars from 103,237 
on March 1 to 21,991 on Dec. 3, of 
which only 6,386 were detailed because 
of inability of the railroads to move 
them. 

Relocated approximately 180,000 box 
cars from the east to the west for the 
movement of farm produce. 

Relocated approximately 180,000 
open-top cars from the west to the east 
to keep up the production of coal. 

Moved the third highest coal produc- 
tion in the history of the country. 

“T know of no movement on the part 
of the railroads for a general increase 
in rates, nor do I expect any,” he adds. 
“Tt is true that the railroad companies 
are not yet receiving anything like the 
six per cent return needed. But the 
railway executives realize they are 
trustees of a great public interest in 
the reduction of railroad operating ex- 
penses to the lowest possible figure and 
every effort will be made during the 
coming year to accomplish this by fur- 
ther economies and efficiency.” 


More Business, Not Higher Rates 


Mr. Cuyler’s statement is both re- 
assuring and timely. It shows that 
the men who are supervising the 


movement of the carriers back to pri- 
vate ownership realize their responsi- 
bilities to the public and recognize the 
spirit of the times. 

The railroads will undertake to solve 
their problem—which is by no means 
clear and simple—by working and sav- 
ing. The period of readjustment would 
be shorter if every factor in the busi- 
ness situation were to adopt that policy. 

Railroad rates, in the opinion of 
many, have about reached the maxi- 
mum of what the traffic will bear. Par- 
ticularly is this true of passenger rates. 

Of course, the public could and would 
pay more for necessary transportation. 
But it was long ago demonstrated—in 
the period of prime railroad enterprise 
—that prosperity for American ,rail- 
roads is based on a schedule of conveni- 
ence rather than of necessity. 

Transportation service, to be really 
successful, must encourage and develop 
patronage and continually hold out an 
inducement for people to travel and for 
the widest exchange of goods between 
far sections of the country. 
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The railroad systems of the country 
will not grow under a policy which 
restricts their capacity for service to 
the bare necessities of the public and 
tends a little under par even at that. 

The more recent earnings statements 
of the railroads indicate that the pres- 
ent schedule of rates would be profit- 
able with a full volume of business. 
Therefore the solution of the problem 
for the roads which are not now earn- 
ing their full dividends is to create that 
full volume of traffic—to make more 
business, 


Finishing Up the Census 


The tenth census of manufactures 
is now rapidly nearing completion and 
will be published as soon as the print- 
ing facilities at the command of the 
Government will permit. As the data 
covers the peak year of production in 
most industries, 1919, the statistics 
will be of more than usual interest. 

The current census of manufactures 
is the tenth comprehensive census of 
this kind taken in the United States, 
the first one being in 1850, and one be- 
ing taken thereafter every tenth year 
until the establishment of the perma- 
nent census office in 1902 when the law 
placed this branch of census work on 
a quinquennial basis. 

The scope of the census of manufac. 
tures is confined to manufacturing es- 
tablishments conducted under what is 
known as the factory system, exclusive 
of the so-called neighborhood, house- 
hold, and hand industries, and includes 
as subjects of inquiry, the name and 
location of each establishment; charac- 
ter of organization, whether individual, 
corporate, or other form; character of 
business or kind of goods manufactured; 
amount of capital actually invested; 
number of proprietors, firm members, 
co-partners, and officers and the amount 
of their salaries; number of employees 
and the amount of their wages; quan- 
tity and cost of materials used in manu- 
factures; principal miscellaneous ex- 
penses; quantity and value of prod- 
ucts; time in operation during the 
year; character and quantity of power 
used, and character and number of ma- 
chines employed. 

The census of mines and quarries, 
included in the main decennial census, 
but not taken in any other year, is sim- 
ilar in scope and character to the cen- 
sus of manufactures and is conducted 
under: the same general organization. 
In fact, the line of division between 
mining and manufacturing is not easy 
to draw. 


Elaborate Schedules Employed 


The schedules which have been pre- 
pared in order to obtain the informa- 
tion called for by the census act include 
a general schedule applicable to all 
manufacturing industries, a similar 
general schedule for mines and quar- 
ries, and a series of 129 special or sup- 
plemental schedules covering certain 
selected manufacturing or mining in- 
dustries. There is also an administra- 
tive and general office schedule for se- 
curing reports in cases where two or 
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more distinct establishments are oper- 
ated under a central ownership. 

The general schedule covers the data 
as to capital, employees, expenses, 
value of products, power used, and fuel 
consumed, etc., while the main object 
of the special or supplemental schedule 
is to obtain a more detailed statement 
of the material consumed and of pro- 
duction in units of quantity. This ne- 
cessitates having a separate supple- 
mental schedule for each selected in- 
dustry in order to enumerate the vari- 
ous classes of materials and products, 
the list of which is appropriate in one 
industry being obviously inapplicable 
to another. 

The general manufactures schedule, 
in tentative form, was submitted to the 
National Association of Manufacturers 
and other organizations for suggestions 
regarding its preparation, and likewise 
the various supplemental schedules in 
process of formation were submitted to 
the leading industrial organizations 
and individual manufacturers for criti- 
cism and suggestions. In this way, 
valuable information was obtained as 
to the nature of the data that would 
be most beneficial to the manufacturing 
industries. 

Will Report Every Two Years 


The census of manufactures which 
has been taken quinquiennially hereto- 
fore in conformity with the acts of 
1902 and 1909, will be taken biennially 
hereafter beginning with the year 1921. 
The act of March 3, 1919, provides for 
the biennial census of the products of 
the manufacturing industries for the 
years 1921, 1923, 1925, 1927 and every 
tenth year thereafter. Hence the next 
census of manufactures to follow the 
biennial censuses will relate to the 
year 1929, and under the provisions of 
law will conform in scope and charac- 
ter to the regular decennial census of 
manufactures which covers capital, per- 
sons employed, salaries, wages, mate- 
rials, products, etc. In its organiza- 
tion, however, the manufactures census 
is quite distinct from the censuses of 
population and agriculture, being taken 
in the main by different agencies and 
following a different procedure. 








TRADE NOTES 


The Southington Industrial Improve- 
ment Co., Southington, Conn., has sold 
to Matthias Mohr, president, Southing- 
ton Mfg. Co., T-squares, wood screws, 
etc., the plant occupied by the latter 
company heretofore under lease. 








The executive offices of the Walworth 
Mfg. Co., South Boston, pipe fittings, 
wrenches, etc., on or about Feb. 1, will 
be moved to High St., Boston, directly 
opposite the company’s Boston store, 
142 High St. 
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The Lincoln Twist Drill Co., Taunton, 
Mass., a subsidiary of the Greenfield 
Tap & Die Corp., Greenfield, Mass. 
which has been closed, resumed opera- 
tions Jan. 3 with a full quota of help, | 
but on slightly reduced time. 


































k 


ae 
Fs 
ee 
te 
GAs 
ts 












January 18, 1921 
METROPOLITAN DINNER 


Saunders Norvell will be the prin- 
cipal speaker of the evening at the 
seventh annual dinner of the Metropoli- 
tan Hardware Association to be held at 
the Hotel Astor, Broadway and Forty- 
fifth Street, New York, Thursday, Jan. 
20, at 7 p. m. Mr. Norvell was for- 
merly editor of the Hardware Reporter 
before its consolidation with HARDWARE 
Ace, and is well known to hardware 
dealers throughout the country both as 
a writer and speaker on practical hard- 
ware problems. He was at one time 
a contributing editor to HARDWARE 
Ace, and his “Mike Kinney” articles 
published in the “Gimlet” created a 
sensation in the trade at the time of 
their publication. 

Special attractions have been ar- 
ranged this year by the banquet com- 
mittee of which R. J. Atkinson of 
Brooklyn is chairman. Tickets can be 
secured from any of the following com- 
mittee members: R. J. Atkinson, 1334 
Broadway, Brooklyn, N. Y.; A. M. 
Bedford, New Rochelle, N. Y.; C. A. 
Bhuhns, 152 Amsterdam Avenue, New 
York City; C. J. Cornell, Tuckahoe, 
N. Y.; W. J. Crigar, c/o J. T. Doremus 
Co., Paterson, N. J.; Edward F. Daily, 
c/o A. N. Nelson, 43 Hamilton Ave- 
nue, Brooklyn, N. Y.; Harry Douglass, 
2415 Jerome Avenue, New York City; 
Bertram Fowler, White Plains, N. Y.; 
Fred Horn, 5401 Fifth Avenue, Brook- 
lyn, N. Y.; E. V. Hawkins, Hempstead, 
N. Y.; J. M. Kohlmeier, 1011 Third 
Avenue, New York City; Matthias Lud- 
low, 97 Market Street, Newark, N. J.; 
W. F. Littell, Jr., c/o Benj. Myer Co., 
Newark, N. J.; J. P. Landrine, Bergen 
Avenue, Jersey City, N. J.; Sidney 
J. Milligan, Mechanic Street, Newark, 

; W. F. Rockwell, Somerville, 
H. R. L. Rohlfs, 4621 Third 
Avenue, Brooklyn, N. Y.; A. Shimell, 
West Broadway, New York City; J. 
J. Snyder, Snyder and Bedford ave- 
nues, Brooklyn, N. Y.; Joseph Ringler, 
c/o Benj. Gillespie Co., 728 Third 
Avenue, New York City. 


Earl E, Harrington has just begun 
his service as general superintendent 
of the Delion Tire & Rubber Co., Balti- 
more, Md. Mr. Harrington was born 
in Akron, Ohio, and received his early 
education in the Akron public schools, 
attending the Ohio State University for 
two and a half years. All of his time 
since leaving college has been spent 
in the rubber tire industry. 


The Goulds Manufacturing Co., 
Seneca Falls, N. Y., manufacturer of 
Goulds pumps, announces the appoint- 
ment of Edward S. Jenison as acting 
general sales manager to succeed W. E. 
Dickey, who is retiring from business 
on Jan. 1. For the past five years 
Mr. Jenison has been manager of the 
Philadelphia office, 
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Hibbard, Spencer, Bartlett 
Meeting 


A special motion picture showing the 
steps an order takes from its inception 
to goods delivered was one of the many 
interesting features in connection with 
the salesmen’s convention of Hib- 
bard, Spencer, Bartlett & Co., held in 
Chicago, Dec. 28 and 29. 

The conference was notable for the 
pronounced spirit of optimism and en- 
thusiasm which prevailed. Hundreds 
of salesmen or house men expressed the 
opinion that 1921 will be a year of ex- 
cellent business. 

The picture especially filmed for this 
convention showed a traveler stepping 
from a train, visiting a dealer, booking 
his order and then detailed the steps it 
takes going through the H. S. & B. 
store. It was intensely interesting and 
gave new conceptions to those thor- 
oughly familiar with the routine. It 
showed that with rare exception orders 
are filled the day they are received. 

Slides showing the right and wrong 
way to make out orders and graphically 
emphasizing other points were of prac- 
tical value. Manufacturers sent inter- 
esting films showing how some of their 
wares are made. 

The convention was’ addressed by 
Frank Hibbard, chairman of the board, 
who gave the salesmen from every sec- 
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tion of the U. S. A. a hearty welcome. 
E. A. Burke, sales manager, spoke in 
a happy and inspiring vein on “Our 
Sales Family” and gave many practical 
and important suggestions. President 
Charles in a heart-to-heart talk gave 
the men new vision and ideas, which 
were much appreciated. 

Prior to the convention a question- 
naire was sent each salesman and thus 
it was possible to dwell on points and 
to give information which the men had 
evidenced an interest in. These ques- 
tionnaires saved the conference from 
aimless wandering and kept the dis- 
cussions on subjects of real interest. 

Each buyer spoke, telling the newest 
market information, explaining his 
lines and giving the salesmen a clearer 
idea of conditions and values. The 
buyers constantly have a fund of infor- 
mation and their close co-operation 
with the salesmen is one of the numer- 
ous commendable features of the H. S. 
& B. organization. 

The meeting was held at the Crystal 
Room of the Hotel Sherman. Luncheon 
was served each day and more than 300 
participated at these spreads which 
combined the social with the practical. 

The men left for the firing line with 
renewed confidence in “the house” and 
“on their toes” for another year of in- 
creased service and the reward real 
service always brings—good business. 


Swapping Xmas Presents 
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The above cartoon from the Phila- 
delphia Evening Public Ledger would 
seem to prove that many residents 
of that district took the hint from 
the story that was run in HARDWARE 


AGE, December 9 in regard to buying 
a present for the motor car. In fact 
it is almost certain that relatives of 
owners even entered into the holiday 
spirit. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Jan, 10, 1921. 


OBBERS during the past week 
J were busy finishing their inven- 

tories and classifying price re- 
visions received from manufacturers 
during the first week of the year. It is 
expected during the coming week a 
number of price revisions will be an- 
nounced by both manufacturers and 
jobbers, which many authorities be- 
lieve will be maintained for possibly 
six months. 

A number of jobbers, in discussing 
the price situation, were more or less 
unanimous in pointing out that in 
many cases price reductions have been 
made that are not warranted by prevail- 
ing costs of manufacture, and they are 
prone to believe that the tendency dur- 
ing the next six months will be to 
stabilize prices as much as possible. 

Fundamentally, the market is strong, 
but there was relatively little buying 
activity during the past week, which 
is attributed to the fact that most of 
the local dealers are busily engaged 
with their inventories. 


Bolts and Nuts.—Although quiet, 
there is a good, consistent interest 
maintained locally for all items listed 
under this heading. 


Common carriage bolts, all sizes, are be- 
ing quoted 15 and per cent. Machine 
bolts, all sizes, 25 and 5 per cent. Stove 
bolts, 70 per cent. Common tire bolts, 50 
per cent. Sink bolts, 70 per cent. 

Hexagon machine screw nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in. 50 and 
10 per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent. Lock washers, 40 
per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
0 and 10 per cent. Lag screws, 40 and 

per cent. 

Toggle bolts, steel, bright finish, 50 per 
ent. 

Iron rivets, 35 and 5 per cent; copper 
rivets, 50 and 5 per¥cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 Ib. 


Butts.—Little change of any moment 
has taken place in this line. It is 
conservatively quiet, both in interest 
and prices. 


Narrow steel butts, 
pins furnished with screws, 
per doz. pairs; same, 2 in., $2.65 per doz. 
pairs; same 4 in., $9.60 per doz. pairs. 
3road steel butts, fast joint, galvanized, 
brass pin, 2 x 2 in., $3.65 per doz. pairs; 
same, 3 x 3 in., $5.20 per doz. pairs; same, 
4 x 4 1n., $9.65 per doz. pairs. 


Furnace Scoops.—Moderate interest 
and firm prices continue to hold in this 
line. 


galvanized, brass 
1% in., $2.55 
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Furnace scoops, hollow back, black steel 
blade, D and long handle, $10. 53 per doz. 
Same, riveted back, black steel blade, D 
and long handle, $14.21 per doz. 


Galvanized Ware.—Business in this 
line continues dull and few jobbers in 
this locality seem to anticipate any 
further changes in the immediate 
future. 


Galvanized sheet is bates quoted: No. 28 
$7.50 to $8 per Galvanized 
nails, 8-qt., $5; 
16-qt., 
16-qt., 
2, $18.60; No. 3, a522. 05; all per doz. 


Game Traps.—Traps are for the most 
part inactive. No price changes have 
been reported. 


Jump traps (Blake & Lamb), with chains, 
No. 0, $2 per doz.; No. 1, . so per doz.; 
No. 1”, $4.50 per — he 2, $7 per doz.; 
No. $9.47 per doz.; $11.07 per doz. 

Seleanehs traps, tM. AX, No. 10, $1.85 
per doz.; No. 11, $2.15 per doz.; No. 11%, 
$3.30 per doz.; No. 12, $4.60 per doz.; No. 
13, $7.84 per doz.; No. 14, $9.40 per doz. 

Victor traps, No. 0, $1.71 r doz.; with- 
out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52. No. 1%, $3.05 per 
doz.; without chains, $2.44. No. 3, with 
chains, $7.15 per doz. No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida jump traps, No. 9, with chains, 
$2.87 per doz.; without chains, $1.75. No. 
, $2.75 per doz.; without chains, $2.12. No. 
14%, $4.23 per doz.; without chains, $3.25. 
No. 12, with chains, $7.12. No. 91%, with 
chains, $5.25 per doz. 

Hay forks, 2 tines, 514-ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 
ferrule, 54%-ft. handle, $14.75. 


Glass Drawer Knobs.—-Interest is 


0; No. 


not as active as it has been for these’ 


articles, although there is still fair 
demand. Prices are reported steady. 


Glass drawer knobs, bolt and nut, nickel 
plated, %-in., $2 per doz.; same, 1%4-in., 
$2.40 per doz.; same, 1%-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 
mounting, iron screw, %-in., $2.50 per doz.; 
same, 1%-in., $3.10 per doz.; same, 1%-in., 
$3.40 per doz. Plain glass drawer knobs, 
brass mounting, iron screw, % in., $2.50 
per doz.; same, 1-in., $2.75 per c doz.: same, 
1%-in., $3.10 per doz.; same, 1%- -in., $3.40 
per doz. 

Ice Skates.—Partly because of the 
exceptionally mild winter, ice skates 
are in very little demand. 

Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’, same, $1.53 
per pair. Hardened steel blades, — 
plated, $1.88 per pair; girls’, same, $2.4 
Tempered steel blades, extra polished, full 
nickel plated, all sizes, $2.75 per pair. 


Lanterns.—During the past week it 
was reported by some of the local job- 
bers that the local supply of lanterns 
was gradually improving. Most of the 
jobbers in this section, however, have 
rather broken stocks. Prices continue 
firm. 

Hy-Lo tin lanterns, $9 per doz.; 
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Victor 
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a doz. ; Monarch tin 
; Junior brass lan- 


tin lanterns, $10.25 
lanterns, $10.25 per 
terns, $18 per doz.; Blizzard tin lanterns, 
14.25 per doz.; Buckeye dash lanterns, 
$14.25 per doz.; ; ’ Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns, 
lain lens, $19 per doz.; watchman’s mill 
anterns, enamel finish, $25 per doz.; Im- 
perial platform lanterns, $9.75 each. 


Linseed Oil.—The past week showed 
an improvement both in the number of 
inquiries and in the volume of new 
business transacted. There seems to be 
a much keener interest, although actual 
sales are for the most part confined to 
small lots. It should be noted, how- 
ever, that the present market seems 
to be quotable at one figure and 
negotiable at another. 


Prevailing quotations in this section are: 
Linseed oil, raw, in car lots, 77c. to 80c. 
per gal. In lots of more than 5 bbl., 80c. 
to 83c. per gal. In lots of less than 5 bbl. 
83c. to 86c. per gal. Oil in half barrels, 
5c. extra. Boiled oil, 2c. extra, and double 
boiled oil, 3c. extra. 


Nails.—There is little activity in the 
local nail market, although jobbers re- 
port considerable improvement in de- 
liveries. Prices are unchanged. 


Current prices prevailing in this section 
still vary considerably. For wire nails the 
prices range from $4.50 to $5, base, per keg. 
For cut nails prices range from $7.50 to 
$8.75, base, per keg. The average retail 
price in this section” jis at present $7, base, 
per keg, for wire nails, although it is ex- 
pected that this price will drop within the 
next two weeks. Wire nails, per Ib., are 
sold retail at approximately 10c. per Ib. 

Copper wire nails, 5 lb. to a box, 1 in, 


49c. per lb.; 1% in., 48c. per lb.; 1% in. 
2 in., 2% in., 3 in., 47c. per Ib. Copper 
cut nails; 5 lb. boxes, 1% in., 50c. per Ib.; 


2 in., 2% in. and 3 in., 49c per Ib. 


Naval Stores.—During the past week 
the local market evidenced a steadier 
tone. Practically no large transactions 
were reported, and most of the in- 
quiries are for small orders. The price 
trend is still downward. 

Turpentine is being held locally, yard 
basis, 70c. to 75c. per gal. Rosin, all 
grades, yard basis, $8.50 to $9, with the 
exception of WW, which is quoted at $9 
to $9.25. 

Rope.—The local rope market is still 
very apathetic. It was rumored dur- 
the past week that January will wit- 
ness further changes in the price situa- 


tion. Prevailing prices, however, are 
quite steady. 

Local quotations are pote rope No. 1, 17. 
to 19c.; No. 2, c. to 18c. Jute ‘twine 
wrapping, best grade, 24%c. to 27c._ Indi 
hemp twine, No. 6, 19c. to 2ic. Manila 
rove, best — og to 26%c. Harawat 
grade, 23c. 34% Bolt rope, 3lc. 
31%c. Sisal Tea, _ on 17c. to 1c. Lath 


yarn, first grade, 17c. to 18c. 
Screws.—Normal and consistent in- 
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terest is characteristic of this line. No 


changes have been reported. 

Assorted wood screws, bright, 12c. per 
lb.: dowel screws, 1% in., bright iron, 38c. 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box: same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 70 per cent 
and 20 per cent in gross lots, 70 per cent 
and 15 per cent in less than 10 gross lots; 
same galvanized, 52%4—15 per cent; round 
head iron screws, blued, 65 per cent and 
20 per cent in 10 gross lots; same, nickeled, 
55 per cent—15 per cent; round head brass 
screws, 57% per cent—15 per cent; flat head 
brass screws, 60 per cent—15 per cent; 
round head nickeled brass screws, 52% 
per cent—15 per cent; machine screws, iron, 
66% per cent; same, brass, 50 and 10 per 
cent; thumb screws, list plus 30 per cent; 
iron set screws, % inch, 60 per cent. and 
10 per cent, 5 in., 60 per cent. 

Shovels.—Interest is slow and prices 
firm. 

Maynard pattern, No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz.; same, with square point, $15.78 
per doz.; Bakers’ shovel, black steel blade, 
riveted back, 6-ft. handle, $25.00 per doz.; 
same with 8-ft. handle, $27.50 per doz. 


Snow Shovels.—Little demand is 
being shown in these articles at the 
present time. Prices are still un- 
changed. 


Office of HARDWARE AGE, 

1505 Otis Bldg., 
Chicago, Jan. 4, 1921. 
—" is to be expected and 
prevails in the present market. The 
time and thought of manufacturer, job- 
ber and retailer are absorbed in inveri- 
tory and little business is being done. 
Travelers who have been in the house 
for the past week resumed their terri- 
tories Monday. It will probably be Jan. 

15 before normal buying is resumed. 

Important items in builders’ hard- 
ware have been reduced 10 per cent by 
manufacturers, many leading makers 
announcing such a drop on butts and 
hinges. Jobbers are repricing their 
stocks and will have this change ready 
by Jan. 10. Lock sets are not changed 
in price. 

_Weather as balmy as that of Califor- 
nia has slowed up interest in stoves, 
stove pipe, coal hods, stove boards, 
wintertime auto accessories and similar 
seasonable lines. 

Jobbers’ prices on tin pails and most 
of the items in the tinware line are off 
10 per cent, although not all manufac- 
turers have reduced quotations. 

Galvanized pails and tubs are now 

sold with a dating of April 1 and with 
a guarantee against price decline prior 
to that date. 
_ Bicycle manufacturers are maintain- 
ing present prices. One jobber an- 
nounces orders for cycles will be ac- 
cepted, subject to shipment at his op- 
tion after Feb. 1, with a May 1 dating 
and with a guarantee against his own 
price decline before that time. 

It seems to be even more evident than 
before that price changes in hardware 
are to be of a small nature, generally 
not greater than 10 per cent. No im- 
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Prevailing prices, f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%-in. 
blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11%-in., blade, long square 
handle, $11.25 per doz. Galvanized, 21% x 
16-in. blade, reinforced back, straight han- 
dle, $17 per doz. 

Snow pushers, 24 x 13 x 1%-in., $36 per 
doz.; snow pushers, 30 x 13% x 1\%-in., $40 
per doz. 


Stove Pipe.—This line is regarded 
generally as a matter of course, and the 
only thing that can be reported in 
connection with it is that prices are 
unchanged: and quite steady. 


Stove pipe, 4-in., $3.75 per doz. lengths; 
5-in., $4.25 per doz. lengths; 6-in., $5 per 
doz. lengths. 

Elbows, 4-in., $2.75 per doz. lengths; 414- 
in., $2.95; 5-in., $3.15. 


Wire Goods.—Inactivity and steady 
prices are the important features in 
the wire goods market. 


Barbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 Ib. 


Annealed wire, plain, in stones: 
gage, $9 per 100 lb.; No. 17 gage, $9.40 
per 100 lb.; No. 18 gage, $9.75 per 100 Ib.; 
No. 19 gage, $10.25; No. 20 gage, $10.75; 
No. 24 gage, $12.50. Galvanized wire in 
stones; No. 16 gage, $11.85 per 100 lb.; No. 
17 gage, $12.50; No. 18 gage, $13.25; No. 19 


No. 16 


gage, $14.25; No. 20 gage, $15.25; No. 24 
gage, $16 per 100 Ib. 
Dull galvanized screen wire, 12 mesh, 


from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 
Bright galvanized wire and copper edge 
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portant changes are announced this 
week and those in sight are not, it is 
thought, likely to be over 10 per cent. 

Automobile Accessories.—Declines on 
some well known makes of spark plugs 
are announced, the reductions ranging 
from fifteen to twenty-five per cent. 
Other less staple accessories are weak 
in price. Business is quiet in this field. 
The weather is not conducive to buying 
some accessories which zero tempera- 
tures makes necessary. 

We quote from jobbers’ stocks, f.o.b. Chi- 
ago: DeLuxe Long-handled standard jacks, 
$8.50 each; No, 1 standard jack, $3.25 each. 
Twin cylinder foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.19 each: Stewart 
hand horn, $3.50 each; Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pair; Rid-o-Skid chains. 
$2 to $2.65 per pair; inner tubes, rod, 30 x 
31%, $250 each; gray tubes, 30 x 3%. $2.05 
each: Lyon bumpers, $10.25 each: Bethle- 
hem spark plugs, porcelain type, 36c. to 58e.; 
Hercules Giant, 55c. to 60c. each: Hercules 
Junior, 27c. to 35¢c. each; Hel-Fi stand- 
ard plugs. 42c. to 52c. each; Hel-Fi tractor 
special, 83c. to 97c. each; A. C. Titan plugs, 
Ake. each; A. C. Cico plugs, 48c. each: 
Champion X plugs, 58¢c. each: Champion 
O plugs. 50¢c. each; Champion Heavy Duty, 


5&8c. each: United plugs, junior, 40c. each. 
3ethlehem spark plugs. special Ford type, 
au*ntities of 10 to 1500, 46c. to 35¢. each; 


standard porcelain type in same quantities, 
56c. to 4714c.: mica type, 78c. to 65c. 


Axes.—Prices are holding up well, 
the demand being active enough to 
counteract any tendency to lower quo- 
tations. Adequate stocks are carried 
by jobbers. 

We anuote from tobbers’ stocks. f.0.b. Chi- 
cago: Single bitted first quality black axes, 
8 Ibs. to 4 Ibs, $17.50 base: second quality 
black wnhandled axes, $13.75 base: handled 
axes, $3 to $5 per doz. extra, according to 
grade, 


Alarm Clocks.—Demand is less than 
at the holiday season but there is such 
a vast shortage that any temporary 
let-up is without effect. Prices are 
strong at old levels. 
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(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
14 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $10.50 per 100 sq. ft. Poultry 
netting, f.o.b. New York is 35 per cent off. 

Poultry netting staples in 100 lb. kegs, 
$9 per keg. 


P. S.—Among the price changes re- 
ported during the past week up to the 
time of going to press are the follow- 
ing: 

Heavy hammers and sledges are re- 
ported to have been reduced approxi- 
mately 10 per cent. 

Lane Bros., Poughkeepsie, N. Y., are 
reported to have reduced prices ap- 
proximately 25 per cent. 

Enterprise Mfg. Co. of Pa., Phila- 
delphia, Pa., has issued new lists. 

American Wringer Co., Woonsocket, 
R. I, has reduced prices on its entire 
line, taking effect at once. Reductions 
made are said to range from $2.50 to 
$7 per doz. on the “Horse-shoe” brand 
clothes wringers. 

Lovell Mfg. Co., Erie, Pa. made 
material price reductions, effective Jan. 
3, on the “Anchor” brand clothes 
wringer. 

A number of cutlery manufacturers 
are reported to have made price reduc- 
tions, amounting to approximately 10 
per cent, on pocket knives. 


Ash _ Sifters. — Less movement is 
noted in sifters. Prices, however, are 
not affected by the decreased demand. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel 
sifters, $4.50 per doz.; galvanized rotary 
barrel sifter, $39 per doz. 

Builders’ Hardware.—Reductions of 
10 per cent in butts and hinges and 
barn door hangers are the featured 
news in the builders’ hardware market. 
The changes have beeen announced by 
practically all of the big manufactur- 
ers. Lock sets are not lowered and it 
is said no immediate further reduc- 
tions in builders’ hardware are in sight. 
More active buying is apt to result 
from the lowered prices. 

Copper Rivets and Burrs.—Demand 
is nothing more than normal and prices 
are staying steady. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 straight sizes, 37c. per lb. base. 

Cotton Gloves.—A fair amount of 
goods sold is noted in cotton gloves. 
Some future business is being booked 
at the prices which prevail and which 
are a substantial reduction from former 
levels. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Competitive grade knit wrist gloves, 
$1.30 per doz. pairs; heavy grade knit wrist 
gloves, $1.90 per doz. pairs: heavy cotton 
gauntlets, $2.50 per doz. pairs. 


Eaves Trough and Conductor Pipe.— 
Most of the business in eaves trough 
and pipe is that of future orders. Cur- 
rent demands are not large. Prices are 


unchanged. 
We quote from jobbers’ stocks, f.0.b. Chi- 
cago: 29 gage lap joint eaves trough, 5 


inch, $6.30 per 100 feet; 29 gage corrugated 
conductor pipe, 3 in., $6.20 per 100 feet: 
corrugated conductor elbows, 3 in., $1.94 
per doz. 


Eye Hammers and Sledges.—There 
has been no new price since the reduc- 
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tion of 10 per cent made effective two 


weeks ago. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Blacksmiths’ striking and _ stone 
sledges, 5 lbs. and over, 12c. per Ib. 


Flint Paper.—There is a satisfactory 
volume of business in abrasive papers 
and prices seem to promise no imme- 
diate decline of importance. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper No. 0, $5 
per ream; second quality No. 0, $4.50 per 
ream; first quality emery cloth No. 0, $30 
per ream. 

Files.—Good busineess is being done 
in files with prices apparently strong. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50 per cent discount; 
New American, 50-10 per cent discount; 
Disston, 50 per cent discount, and Black 
Diamond, 40-10 per cent discount. 


Furnace Scoops.—Decreased demand 
attributed to the mild weather has not, 
however, had the effect of lowering 
prices on furnace scoops. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $11 
per doz.; riveted black furnace scoops, $15 
per doz. 

Galvanized Ware.—April 1 dating is 
given by one Chicago jobber on their 
own grade of tubs and pails. Orders 
are guaranteed against their own de- 
cline and are accepted subject to can- 
cellation if any other lower price is not 
met. With such a liberal granting of 
terms it seems likely there will be 
strong buying of galvanized tubs and 
pails for the spring business. Most 
retailers are carrying very low stocks 
on these items and are, of course, going 
to need much larger supplies for the 
spring trade. 

Glass.—Manufacturers report they 
are still several months behind in or- 
ders but hope to be in a good position 
to make deliveries when the heavy 
spring demand is felt. Prices are firm. 

We quote from jobbers’ stocks, f.0.b. Chi- 


cago: Single strength A, all sizes, 77 per 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double: 


strength A, 75 per cent off: S. P. putty in 
100-lb. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, 1 doz. to a 


package, 65c. per pkg. 

Handles, Wood. — A satisfactory 
amount of business is noted in wood 
handles. Stocks are in good shape. 


Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 1 
hatchet and hammer handles, 85c. per doz. ; 
second growth hickory hatchet and ham- 
mer handles, $1.60 per doz. 

Hatchets.—The demand for hatchets 
continues quite active. There is noth- 
ing new in the price situation. 

We quote from jobbers’ stocks, f.o0.b. Chi- 
cago: No. 2 extra quality broad hatchets, 
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$24.20 per doz; competitive grades, $17.25 
and up; warranted shingling  hatchets, 
$17.35 per doz. ; competitive forged hatchets, 
$10.25 per doz. 
Hammers.—The usual 
business is being done in hammers 
which continue an active item with 
prices holding even since the small re- 
ductions of a few weeks ago. 


We ge from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality shingling ham- 
mers, $15.50 per doz.; regular first quality 
16-oz. nail hammers, $14.75 per doz.: Com- 
petitive grade nail hammers, $12 per doz. ; 
polished, $8 per doz., galvanized finish. 


Hose.— Future business is being 
booked to some extent in hose at the 


volume of 
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recently effective price recession of 
about 15 per cent under old quotations. 
The demand, however, is not up to nor- 
mal. 

Hods, Coal.—There is a marked let- 
up in the demand for hods, due to the 
fine weather and the lateness of the 
season. 

Ice Skates.—Very little business is 
being done in ice skates. Christmas 
demands have passed and the weather 
has not created any January business 
as yet. 

Jack Screws.—No new development 
is seen in this market since the reduc- 
tion of 10 per cent effective two weeks 
ago. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Jack screws, list less 30 per cent. 


Lanterns.—Three leading manufac- 
turers of lanterns have informed the 
jobbers that their prices will show no 
change during the first six months of 
1921. Some of them say they have oper- 
ated at a loss or at least without profit 
during the past year and that should 
materials decline in price it would per- 
mit them only to make a reasonable 
earning and not allow corresponding 


price reductions. Lanterns are still in 
undersupply. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Dietz No. cold blast lanterns, 


$14.25; with large fount, $15.75; best tubular 
lanterns, $9.25; Competition lanterns No. 
2 tubular, $7.50 per doz.; No. 2 tubular cold 
blast Competition, $10.85 per doz. 

Nuts and Bolts.—The demand for 
nuts and bolts is not up to past marks. 
A fair amount of goods is moving but 
there is no rush. Prices are not 
changed but the market seems rather 
weak. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large sizes carriage bolts, 20-10-5 
per cent discount; small sizes, 30-10 per 
cent discount; large sizes machine bolts, 
30-5 per cent discount; small sizes, 40-5 
per cent discount; stove bolts, 60-10 per 
cent discount; lag screws, 40-10 per cent 
discount. 

Nails.—Stocks are in good shape and 
jobbers are making immediate  ship- 
ment on reasonable requirements. The 
reduced price has not greatly aroused 
buying action. ; 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4.15 per keg 
base. 

Paints and Oils.—Oil prices seem 
steady but other items in the paint and 
oil market are slightly weaker. There 
is little business and large orders prob- 
ably could be placed at figures under 
those quoted here. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Raw linseed oil, less than five barrel 
lots, 97c.; five barrel lots, 92c.; boiled lin- 


seed oil, less than five barrel lots, 99c.; 
five barrel lots, 94c.; turpentine, $1.24%4 
gallon; white lead in 100 lb. kegs, $14.25; 


denatured alcohol, 96c. per gallon. 

Picks and Mattocks.—Prices show no 
change this week. 

Rope.—The demand continues quiet 
on rope, the season being off. There 
are no new prices. 

We quote from jobbers’ stocks, f.0.p. 
Chicago: No. manila rope, standard 
brands, 25%c. to 26%4c. base; No. 2, 24%c. 
to 25%ec.; No. 1 sisal rope, full coils, stand- 
ard brands, No. 1, 16%c. to 17%c.; No. 2 
sisal rope, 14%c. to 15%c. 


Steel Sheets.—Adequate supplies of 
steel sheets may now be had and prices 
are very soft with prospects of further 
small declines at an early time. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $7.60 per 
— Ibs.; 28-gage black sheets, $6 per 109 


Solder.—Prices have held to the pres- 
ent mark for several weeks. There js 
the usual demand for this material. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Warranted 50-50 solder in full cases 
25c. per lb.; less than case lots, 27c. per lb. 

Shovels.—The market is quite firm in 
tone with orders for future shipment 
continuing in good volume. 

Sash Cord.—Some readjustment of 
prices is being figured by the manufac- 
turers and an early date should see 
new quotations, which, probably, will 
be slightly lower particularly on lines 
which have not already undergone a de- 
cline. 

We quote | eo jobbers’ stocks, f.o.b. Chi- 


cago: No. sash cord, $10.35 per doz. 
hanks; No. 8, $12.10 per doz. hanks. 


Stove Boards.—With lessened de- 
mand and increased output price de- 
clines are said to be in store on stove 
boards, but no change is announced as 
yet. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.; 28 x 28, $18.85 per doz.; 30 x 30, 
$21.30 per doz.; 33 x 33, $25,50 per doz.; 
36 x 36, $30.50 per doz. 

Stove Pipe.—Nothing like the oldtime 
scarcity exists, stocks now being in fair 
condition. Prices are steady. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stove pipe, 30 gage, $15.50; 28 gage, 
$19.35; 26 gage, $22.50; 6-inch short end 
elbows, 26 gage, $2.05; 28 gage, $1.70; 30 
gage, 5 

Wheelbarrows.—Spring business is 
good in wheelbarrows at present price 
standards. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common wood barrows, $4.50 each; 
contractors’ steel tray angle leg barrows 
range up to $10 each. 


Washing Machines.—Business is sea- 
sonably light in washing machines but 
orders for the spring rush should begin 
to come in soon and that will mean im- 
proved volume. Prices seem to show no 
tendency towards recessions, manufac- 
turers still maintaining that they did 
not take advances as they might have 
done during the war and for that reason 
are not in a position to take early de- 
clines. 

Wire Goods.—Prices are holding to 
old levels on wire goods, with the ex- 
ception of the recently noted changes 
on barbed wire and black annealed 
wire. There seems to be nothing in the 
situation to justify any expectation of 
lower prices in the immediate future at 


least. Poultry netting and wire cloth 
are being bought heavily for spring de- 
livery. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire, galvanized, $5; black 
annealed wire, $4.15; black painted wire 


cloth, 12 mesh, $2.50 per 100 sq. ft. Or- 
ders will be accepted at this price to be 
shipped after Jan. 1 and to carry March 1 
dating. Poultry netting, galvanized before 
weaving, 50 per cent off; galvanized after 
weaving, 45 per cent off. The above prices 
are for direct factory shipment after Jan. 
1 and to carry March 1 dating. Poultry 
netting from jobbers’ stocks, no dating. gal- 
vanized before weaving, 40-10 per cent off; 
galvanized after wearing, 40 per cent off; 
100-lb. spool galvanized cattle wire, $4.35 
per spool ; 80-rod spool galvanized hog wire, 
$4.65 per spool; 100-lb. spool galvanized 
hog wire, $5.30 per 100 Ibs.; No. 8 black 
annealed wire, $4.15 per 100 Ibs.; No. 8 
galvanized plain wire, $5.15 per 100 lbs. 
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Office of HARDWARE AGE, 
512 Tremont Building, Boston, 
Jan. 8, 1921. 

7 HOLESALE hardware concerns 
\ throughout New England have 
finished stock-taking, but the retail 
trade is either engaged in or about to 
engage in this bothersome task. But 
even with the burdens of stock-taking, 
the retail firms in a large number of in- 
stances are placing orders for season- 
able hardware. To be sure, the amount 
of business booked by the local jobbing 
houses has not been very large, but it 
is more than anticipated, and generally 
construed as meaning that retail stocks, 
generally speaking, are even smaller 
than has been believed. For that rea- 
son the impression is gaining ground 
here that there is likely to be a con- 
tinued shortage of some kinds of hard- 
ware during the next month or so. If 
such should prove the case, this fact 
undoubtedly will have a steadying in- 
fluence on values. 

As it is there are a number of price 
changes recorded this week, but in’ a 
great many instances on things of 
minor importance. Where there have 
been reductions, 10 per cent appears to 
have been the limit, and in some cases 
it amounted to considerably less. It is 
quite evident that the readjustment in 
hardware values is being passed 
through without any serious disturb- 
ance. Collections are better than they 
were last month, and no weak accounts 
have come to light so far this year. 


Sentiment in hardware manufacturing: 


circles appears to have improved over 
the turn of the year. During the clos- 
ing week of 1920, many hardware mak- 
ing plants in New England closed, 
either for inventory taking or for the 
purpose of making needed repairs in 
equipment. Early this week they re- 
opened, usually on a reduced working 
schedule to be sure, but sentiment 
among the manufacturers generally is 
that the worst is passed and things 
will gradualy improve from now on. 
This feeling is reflected all along the 
line, down through the wholesaler and 
retailer. 

Anvils.—Based on the reduction in 
the cost of raw materials, the produc- 
ers of anvils have issued new lists 
which show a moderate decline, and 
local jobbers have revised their prices 
accordingly, now quoting standard 
makes on a basis of 23c. per Ib. 

We quote from jobbers’ 
Standard makes, 23c. per Ib. 

Axes.—The situation shows very lit- 
tle change. The demand in this section 
of the country is comparatively small, 
the general public evidently being of 
the opinion that axes are still in the 
luxury class. Stocks in the hands of 
both retailers and wholesalers are 
small, and sentiment in hardware cir- 
cles appears to strongly favor lower 
Prices before further commitments for 
stocking purposes are made. 


We quote from jobbers’ st ; 
Z r ocks: Single bit 
axes, standard $20 per dozen base; double 


stocks: Anvils, 
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bit axes $25 per dozen base, without 
handles. 
Axles.— The indications are that 


prices for axles will not change within 
the immediate future, at least advices 
received from the manufacturers would 
seem to indicate this. Local stocks,are 
small, having been well cleaned up in 
the last year, and not replenished since 
then. The demand, however, is light, 
due to the fact that the New England 
roads have been remarkably free from 
snow this winter, consequently repair 
work on wagons has been at a mini- 


mum. 

We quote from jobbers’ stocks: Axles, 
square bed, drawn bed and one piece, un- 
der 2% in., 15%c. per Ib.; square bed, 
drawn bed and one piece, 2% in, and 3 1n., 
16%c. 


Barbed Wire.— As_ indicated last 
week, there is a growing conviction 
among the jobbers that more barbed 
wire will be sold this season. Already 
several very satisfactory orders have 
been received by Boston wholesale 
houses, and salesmen on the road re- 
port that distributors are showing un- 
usual interest. The demand so far has 
been largely confined to points in the 
northern New England states. The 
sale of barbed wire in Massachusetts 
to date shows little signs of reviving. 

We quote from jobbers’ stocks: Galvanized 
cattle wire, reels $5.75 per 100 lb; galvanized 
cattle cable, $5.75. Galvanized barbed wire, 
80 rod reels, $4.90 per reel; cable, $4.48 
f.o.b. Boston. Staples, $5.75 per 100 Ib. 

Barn Door Rails.—It is intimated 
that there will be a downward revision 
of barn door rails within the near fu- 
ture in connection with other iron and 
steel productions. It is believed the 
decline will not amount to more than 10 
per cent, however. At the moment, the 
demand for rails is limited, but stocks 
are small, and no one seems to be anx- 
ious over the impending price revision. 

Batteries and Bulbs.—A slight devia- 
tion has been made by manufacturers 
in the method of marketing miniature 
Mazda bulbs. The effort is being made 
to have goods shipped in standard 
packages containing 100 pieces, either 
all of one kind or the regular factory 
assortment. The jobber, hereafter, 
will not split packages. During the 
holiday trade the local supply of bat- 
teries was cleaned up fairly well, and 
jobbers have placed orders with the 
producers for stocking purposes. 


Batteries.—Leading makes standard tu- 
bular three-cell batteries, 50c. list; stand- 
ard two-cell, 35c. list; baby batteries 30c. 
Discounts: Less than unit packages, % per 
cent off list; unit packages, 40 per cent off 
list; 10 or more unit packages, 40 and 10 
per cent off list. 

Bulbs.—In less than unit lots, lists; in 
unit lots 30 per cent off list; In standard 
packages, 33 1/3 per cent off list. Retailers 
selling $500 worth of bulbs per annum can 
secure contracts at slightly more favorable 
discounts. 


Bits.—Local quotations on expansion 
bits have been reduced approximately 
124% per cent to correspond with a 
smaller reduction in producers’ prices. 

Bolts and Nuts.—There has been a 
slight revision in Eagle carriage bolts, 
and in tire bolts, the former now being 
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quoted at 60 per cent discount, and the 
latter at 40 per cent discount. All talk 
of lower prices on machine bolts and 
nuts seems to have evaporated with the 
old year. The market to-day appar- 
ently is on a fairly firm basis. 


We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, %x4, smaller and 
shorter cut threads, 25 per cent discount; 
longer and larger, 20 per cent discount; 
with C. T. D. nuts, all sizes, list plus 10 
per cent; tap bolts, list plus 10 per cent; 
common carriage bolts, all sizes, 15 per 
cent; stove bolts, larger lots, 50 and 10 
per cent; bolt ends, 20 per cent discount; 


nuts, H. P. square blank and square tapped. 


hexagon blank and tapped, list plus 3c.; 
c. P. Cc. & T. square blank and tapped, 
hexagon blank, list plus 5c.; extras of le. 


to 5c. per lb. are charged for less than keg 


lots. Semi-finished hexagon nuts, 40 per 
cent; finished case hardened nuts, 40 per 
cent. 


Bottles —Nothing new has developed 
in the market for this class of mer- 
chandise since the reduction noted last 
week. Local stocks were fairly well 
cleaned up as a rule, and the jobbers 
are apparently in no hurry to get any 
fresh supplies at this time. There has 
been some talk of lower prices on hot 
water bottles, but the manufacturers 
are still quoting on the old basis, and 
apparently are in no hurry to change 
their lists, owing to the fact that their 
production costs are still on a wartime 
basis. 

We quote from jobbers’ stocks: Thermos 


bottle, brown steel case, pints, $2.75 list; 
quarts, $4.75; Corrugated nickel, pints, 
$4.50; quarts, $5.75; smooth nickel, pints, 
$4.50; quarts, $6.25. Discount 25 and 10 per 
cent. Ferrostat pints, black finish, $7.50; 
leather finish, $8; quarts, black finish, $10; 
2-qt. $15: quarts, leather finish, $11; 2-qt. 
$16. Discount 30 per cent. 


Hot Water Bottles.—Palco, No. 2, $3 each 
list; No. 3, $4.50; discount, 33 1/3 per cent; 
Cello, Bostonia, 3 pt., $1.25 each net; Genu- 


ine, No. 200, $2.10; No. 250, $2.45; No. 300 
$3.50. 
Jugs.—Ferrostat, 1 qt. No. 404, Verde 


copper finish, $14 each, less 30 per cent dis- 
count. 

Bushings. — The local market on 
bronze bushings used for bearings is 
2c. per lb. lower. 

Chains.—A few orders for proof coil 
self colored chains are making their 
appearance on this market, which leads 
the trade to believe that a larger de- 
mand is in the making. As far as can 
be learned nobody has bought any more 
chain than they have actually been 
obliged to during the past two or three 
years, due to the fact that most every- 
body considered prices unreasonably 
high. As a result, New England stocks 
are down to unusually small propor- 
tions, and any improvement in the de- 
mand undoubtedly will serve to main- 
tain present market values. 

We quote from jobbers’ stocks: Proofs coil 





self-colored chain in cask lots, 3/16 in., 
$16.95 per 100 Ib.; % in., $15.75; 5/16 in., 
$13.55; % in., $11.65; 7/16 im., $11.35; % 
in., $11.05; 5% in., $10.60; % in., $10.45; 
% in., $9.95: 1% in. and 1% in. $9.40. 
Extra for BB, BBB, twist and long link 
chain. 

Electrical Goods.—The market for 
electrical goods is unchanged on the 
recently revised basis. 

We quote from jobbers’ stocks: 

Irons.—Hot point, 30 per cent discount; 
Domanco, $4.25 each; Sheldon, $4.25 each; 
Universal, No. 2021, $7.50 list; No. 901, $9; 
No. 9051, $9; No. 905, $8; discount on Uni- 
versal, 25 and 10 per cent. 








114 





_ Heaters.—Hot point 30 per cent discount; 
Universal, No. 9952, Sunburst type, $12.50 
list; discount, 25 and 10 per cent. 

Percolators.—Coffee, Universal, No. 2166, 
$25 each; No. 9169, $27.50 each; discount, 
25 and 10 per cent. 

_ Toasters.—Universal, No. 946, $7.50 list; 
No. 945, $9 list each; discount, 25 and 10 
per cent. 

Grilis.—Universal, No. 984, $14 list each; 
No. 982, $13.25; discount, 25 and 10 per cent. 

Heat Pads.—Universal, No. 9940, $12.50 
list each; discount, 25 and 10 per cent. 

Curling lrons.—Universal, with comb, No. 
99011, $7.50 list each, discount, 25 and 10 
per cent. 

Ranges.—Two-burner, with quill and 
oven, No. 9688, $35 each; discount 25 and 
10 per cent. 

Fencing.—Jobbers are revising their 
quotations on Blue Ribbon fencing, etc., 
to correspond with a change in the 
manufacturer’s lists during the latter 
part of 1920. Stocks on all kinds of 
fencing are believed to be small, and 
for that reason a good demand is an- 
ticipated this season. 

Galvanized Bars.— Those jobbers 
handling galvanized bars report the 
market as quiet but firm. They are op- 
timistic regarding the future, basing 
their anticipations on the fact that un- 
til recently galvanized bar stock was 
difficult to obtain, and supplies in user’s 
hands dwindled to practically nothing 
as the result. 

We quote from jobbers’ stocks: Galva- 
nized bars, flat, 1 x %-in., 12 ft. long, $9.95 
per cwt.; 1 x 3/16-in., 12 ft. long, $9.85; 
1 x %-in., 16 ft. long, $8.95; 1% x %-in., 
16 ft. long, $8.95. Round, %-in. x 12 ft., 
$10.15 per cwt.; %-in. x 18 ft., $10.05; %- 
in. x 18 ft., $8.85; %-in. x 18 ft., $8.75. 

Galvanized Ware.—Galvanized ware 
continues to move slowly, but there is 
no accumulation of stocks of impor- 
tance, consequently prices appear stead- 
ier than they have been for some time. 

We quote from jobbers’ stocks: 

_Ash Cans.—Galvanized, with three trays, 
17x26-in., $4.50 each; 18x26-in., $5.52 each. 

_Coal Hods.—Japanned, with wood handle, 
15-in., $4.24 per doz.; 16-in., $4.54; 17-in., 
$5.73; galvanized, with wood handle, 15-in., 
$6.44; 16-in., $7.08; 17-in., $7.65; 18-in., $8.33. 

Pails.—Kight-quart, $3.70 per doz.: 10-qt. 
$4.19; 12-qt., $4.60; 14-qt., $5.16, heavier 
pails, se to the doz., $6.74; 50-lb. to the 


7s. $8.6 
@ntte te ae No. 200, $19.45 per 

Garbage Cans.—Galvanized, No. 1, $2.46 
per doz.; No. 2, $1.76; No. 4, $1.34. 

Hack Saws.—Some of the leading 
manufacturers of power hack saws 
have reduced prices, and the local mar- 
ket is now quoted at 40 per cent dis- 
count. The market on hand hack saws 
is unchanged, the demand being ex- 
tremely light, and stocks as a rule be- 
low normal. 


We quote from jobbers’ stocks: Hack 
Saws, one gross or more, 25 per cent dis- 
count. 


Hoists.—The market here on chain 
hoists has been reduced approximately 
10 per cent increase, with a _ similar 
change made in manufacturers lists. 

Iron and Steel.—Although the market 
is far from active, local jobbers profess 
to see a little more life, and for that 
reason one hears very little about lower 
prices. One house that has been ask- 
ing 9%c. for cold rolled flats has re- 
duced its price to 6c. per lb. base. Gen- 
erally speaking, stocks of iron and steel 
in and about Boston are larger than 
they have been before in considerably 
more than a year, and it is possible to 
secure quick delivery on practically 
everything ordered. 
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We quote from jobbers’ stocks: 

Iron.—Refined, $4.65 per 100 Ib. base; 
over 6-in. wide, $5.65; best refined iron, 
$5.50; Wayne, $8.50; band iron, $4.65; hoop 
iron, $6; Norway, $15. 

Steel.—Soft steel bars, $3.70 per 100 Ilb.; 
base flats, $4.50 to $4.85; concrete bars, 
plain, $4; twisted, $4.25; angles, channels 
and beams, $3.70 to $3.80; tire steel, $5 to 
$5.50; open-hearth spring steel, $8.50; cru- 
cible spring steel, $14; steel bands, $4.65 
to $6.25; steel hoops, $6; cold rolled steel, 
$5.50 to $9.50; toe calk steel, $7. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 lb.; lots 1000 lb. to 
1999 Ib. of a size, 15c. 

Kits—One of the popular selling 
lines of steel kits has been reduced and 
local jobbing prices have been revised 
accordingly. 

Nails—A further improvement in 
the supply of wire nails is noted, as a 
result of the pronounced increase in 
shipments from nearby and Pittsburgh 
mills, since the last week in 1920. As 
a result, there has been a reduction in 
local quotations amounting to about 
35c. per keg in the base price. Wire 
nails from the store are now quoted at 
$4.35 per keg base, f.o.b. Boston, and 
mill shipments in less than carlots at 
$3.60 per keg base, f.o.b. Pittsburgh. 
Cut nails are still quoted at $7 per keg 
base, but at that price comparatively 
few are moving out of stock. 

We quote from jobbers’ stocks: Wire nails, 
per keg, from the store, $4.35 base, f.o.b. 
Boston; from the mill, in less than car 
lots, $3.60 base, f.o.b. Pittsburgh; coated 
wire nails, $5 per keg base; cut nails, $7 per 
keg base, with the Tremont schedule of 
extras. 

Poultry Netting—The poultry show 
season is opening and this fact seems 
to have slightly stimulated the demand, 
according to the jobbers here. They 
report, however, that the market is a 
long way from active, but they seem to 
feel that sales this spring will greatly 
exceed those of last year for the corre- 
sponding period. 

Rules.—The Lufkin people had issued 
a new list on rules which shows a small 
reduction in quotations on a few num- 
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bers that are unimportant, insofar as 
the local hardware trade is concerned, 


Sash Cord.—A still further revision 
in braided sash cord prices is recorded, 
in this case amounting to about 5c. per 
lb. in the base price of good grade 
stock. This decline has been made pos- 
sible by the continued readjustment of 
the raw cotton market. 

We quote from jobbers’ stocks: Braided 
cotton sash cord, 50c. per lb. base. 

Sinks.—A slight improvement in the 
construction of so-called moderate 
priced houses, in various sections of 
New England, has resulted in a little 
freer movement of common iron sinks. 
local stocks of which are small. The 
demand, however, is still far below nor- 
mal. 

We quote from jobbers’ stocks: Common 
iron sinks, 2% ft., $4.20 net; 3 ft., $4.80; 38% 
ft., $6.04; 4 ft., $7.80. 

Tacks.—There has been another re- 
duction of approximately 10 per cent 
in manufacturers’ lists on tacks, and 
jobbers have changed their prices ac- 
cordingly. 

Vises.—Practically all of the leading 
manufacturers of machinists vises have 
reduced their lists 15 per cent, and the 
market here has declined accordingly. 
The local market now is quoted at 25 
per cent discount, whereas previously 
it was 10 per cent discount. 


Wash Boilers—The Rome Mfg. Co. 
Rome, N. Y., has issued a new list on 
tin wash boilers which shows a decline 
of approximately 8 per cent. 


Wood Stock.—The market here on 
carriage wood stock shows a slight de- 
cline. 

Wringers.—Some of the manufactur- 
ers of wringers have issued new price 
lists which show a decline of approxi- 
mately 10 per cent in price, and Boston 
wholesale quotations have declined as 
much. 


, CLEVELAND 


Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, Jan. 10. 

HE feature of the market during the 
past week has been an increase in 

the number of price reductions, prob- 
ably the most important reduction be- 
ing a 20 per cent cut on gas ranges. 
Retail business has been rather quiet 
since the holidays, although some retail- 
ers report sales about normal for this 
time of year. Jobbing houses have re- 
ceived a light volume of orders during 
the past week or two, as their traveling 
men were off the road during the holi- 
days and some did not return to their 
routes until the latter part of last week. 
There appears to be a very general 
disposition among the retail trade to 
reduce their stocks and to buy only 
such goods as are needed for replenish- 
ment purposes and thus to be in posi- 
tion to take advantage of whatever 
price reductions are made. Retailers at 
present have only fair stocks due to 
the cutting down of their stocks be- 





cause of conservative buying during 
the past few months. While retailers 
do not look for a heavy volume of buy- 
ing within the next two weeks, the 
feeling in the trade is generaly optimis- 
tic. 

Automobile Tires and Accessories.— 
There is not much activity in tires and 
accessories at present, but in view of 
the fact that cars are being driven 
more generally this winter than ever 
before because of the open weather, 
dealers look for a good demand for both 
tires and accessories early in the 
spring. The demand for radiator cov- 
ers and tire chain is light because of 
weather conditions. However, there is 
still a shortage of tire chain in the 
larger sizes. No price changes on ac- 
cessories have been announced by manu- 
facturers but some jobbers are appa- 
rently cutting prices somewhat to re- 
duce their stocks. 

Bolts and Nuts.—The demand for 
bolts and nuts is not active and prices 
continue irregular. Jobbers are reduc- 
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ing their stocks thinking, possibly, 
that prices will be lower. Manufactur- 
ers so far are adhering to prices re- 
cently established, but no inquiry of 
sufficient size has come out to test the 
market. 

Jobbers quote large machine bolts at 35 
to 40 per cent off list; small machine bolts, 
40 to 50 per cent off list; large carriage 
bolts at 35 per cent off list; large carriage 
bolts, 40 per cent off list. 

Barb Wire.—There is little activity 
at present in barb wire and prices are 
unchanged. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
$4.25; hog wire, $4.55; American specials, 
$3.25. 

Chain.—Chain prices are being main- 
tained at recent quotations and the 
market is not active. 

Jobbers quote % in. common chain at 
10%4c. per !b. for stock shipment. 

Cutlery. —There is a slight down- 
ward tendency in prices on cutlery but 
no lower prices have as yet appeared 
on pocket knives. As stocks of pocket 
knives are claimed to be low, lower 
prices on these are not looked for in 
the near future. 


Dampers.—A price reduction of about 
20 per cent has been made on dampers. 
Jobbers now quote 6 in. dampers at 
$1.75 per doz. 


Electrical Goods.—While no official 
announcement has as yet been made by 
the manufacturer, jobbers are looking 
for a reduction on the Hot Point line 
of electric irons Jan. 15, and expect 
that the retail price on these will be $8 
instead of $8.25 as at present. 


Enamel Ware.—A price reduction of 
10 per cent has been made on the 
Royal line of enamel ware, which job- 
bers now quote at 10 and 10 per cent 
off list. The demand is rather slow. 


Fittings. — Further reductions in 
prices have been made on malleable 
pipe fittings by both the leading and 
smaller manufacturers. Jobbers quote 
these fittings at present at list plus 6 
per cent. 


Food Choppers.— Prices on food 
choppers have declined about 20 per 
cent. Jobbers now quote No. 1 Univer- 
sal food choppers at $20.25 per doz. 


Galvanized Ware.—Prices on galva- 
nized ware are unchanged and the de- 
mand is not active. 

Jobbers quote No. 3 galvanized tubs at 
$45 per doz. and 12 qt. light pails at $4 per 
doz, 

Game Traps.—New prices have been 
announced on game traps for 1921, 
these prices being the same as pre- 
vailed during last year. The manufac- 
turer is guaranteeing these prices 
against a decline. The demand for 
fame traps during the past season has 
been less than had been expected, evi- 
dently because of the decline in fur 
prices, 


i Jaber quote Victor traps as follows: No. 
1% 99 per doz.; No. 1, $2.01 per doz.; No. 

&, $2.75 per doz.; No. 0 Jump trap, $2.35 
per doz.; No. 1, Jump trap, $2.75 per doz.; 


No. 1% Jump trap, $3.50 per doz. 
Hollow Ware.—A price reduction of 
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10 per cent has been made on cast iron 
hollow ware. 

Handles.—The demand for wood han- 
dles is about normal and the supply is 
fairly plentiful except axe handles. 
There is a shortage of axe handles be- 
cause of the scarcity of hickory. 

Jobbers quote American Fork & Hoe 
Company’s hay and manure fork handles, 
without ferrules, as follows: X grade 4 ft. 
handles, $3.50 per doz.; 4% ft., $3.85 per 
doz.; 5 ft., $4.50 per doz.; XX grade, 4 ft., 
$4.10 per doz.; 4% ft., $4.35 per doz.; 6 ft., 
$5.50 per doz. Shovel handles: X grade D 
shovel handles, $6.25 per doz.; long handled 
shovel handles, X grade, $5 per doz. Hoe 
handles, XX grade, $4 per doz.; No. 1 grade, 
$2.25 per doz. Single and double bit axe 
handles, XXX grade, $5.25 per doz.; XX 
grade, $4.25 per doz.; X grade, $2.60 per doz. 

Ice Skates.—There is still a fair de- 
mand for ice skates and retailers are 
able to get early shipments from job- 
bers’ stocks. Prices are unchanged. 


Jobbers’ quote: Union Hardware Co.’s 
polished skates with screw clamps at $1.05, 
$1.30 and $1.85 for the three popular grades. 


Nails and Wire—The demand for 
nails and wire is very light at present 
and jobbers are building up their 
stocks. Prices are unchanged. 


Jobbers quote prices as follows: Wire 
nails, $4 per keg; No. 9, annealed wire, 
a 100 Ib.; cement coated nails, $4 per 


Oil Cook Stoves.——Jobbers have re- 
ceived their stocks of oil cook stoves 
and are starting to make shipments for 
spring. These are still in fair demand. 
Prices are unchanged. 

Jobbers quote the Kerogas type of cook 
stove as follows: Two-burner, $12.90; 3- 
burner, $17.45; 4-burner, $21.70. 

Poultry Netting and Wire Cloth— 
Prices on poultry netting and wire cloth 
are firm but there is very little activity 
in the market. Many retailers who 
have not already placed their orders 
are holding off. 

Jobbers quote as follows: Poultry netting 
45 per cent discount f.o.b. Pittsburgh for 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock for gal- 
vanized weaving black wire cloths, $2,75 
per 100 sq. ft. for shipment from stock, 
and $2.50 f.o.b. Pittsburgh for mill ship- 
ment; white metal and galvanoid wire cloth, 
$3 per 100 sq. ft. for mill shipment and 
$3.25 for stock shipment; bronze wire cloth, 
$9.25 per 100 sq. ft. 

Pruning Shears.—Jobbing houses are 
taking orders for prunning shears for 
spring delivery and report a good vol- 
ume of business. 

Jobbers quote Pexto No. 50 pruning shears 
at $11 per doz.; No. 0, $6.25 per doz.; No. R 
65, $20 per doz. 

Rope.—Rope is rather quiet at pres- 
ent and prices are unchanged. Jobbers 
quote best grade Manila rope at 26%c. 
per lb. for shipment from mill and 
26%c. for shipment from stock; sisal 
rope at 18c. per lb. for shipment from 
mill and 19%c. for shipment from 
stock. 

Refrigerators.—Manufacturers have 
advised jobbers that present prices on 
refrigerators will be maintained until 
May 1 and probably longer. As the ma- 
terial used in the manufacture of re- 
frigerators was purchased last year be- 
fore there was any tendency toward 
lower prices the manufacturers have 
been unable to get the benefit of any 
price reductions that have since oc- 
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curred on the raw material. Jobbers 
have good sized stocks and sales so far 
have not been large. 


Registers—A price decline of about 
25 per cent has been made on cast iron 
and semi-steel floor and wall registers, 
which are now quoted by jobbers at 30 
per cent off list, as compared with a re- 
cent price of 10 per cent off list. 


Revolvers.—Effective Jan. 3 a price 
decline of about 10 per cent was made 
on the Colt line of revolvers and auto- 
matic pistols. 


Shovels.—Sales of shovels at present 
are very light, as most retailers had 
previously placed orders for spring 
shipment. Prices are unchanged. 


Stove Pipe and Elbows.—Prices on 
stove pipe and elbows for the first half 
of 1921 have just been announced by 
manufacturers. These prices are slight- 
ly lower than those that have been pre- 
vailing recently, but practically the 
same as were in effect a year ago. 

Jobbers quote 28 gage, 6 in. pipe at $4.75 
per crate and 6 in. elbows at $1.80 per doz. 
They are now taking orders for delivery up 
to July Ist. 

Stoves.—As had been expected by the 
trade, manufacturers of gas ranges re- 
duced prices Jan. 1, the average cut be- 
ing 20 per cent. As the makers decided 
to make quite a radical cut it is be- 
lieved that the new prices will have 
some effect in stimulating orders. No 
change has been made in prices on 
combination stoves and coal stoves, but 
the trade looks for lower prices on 
these about March 1. 


Steel Sheets—The supply of sheets 
is plentiful at present and jobbers are 
having no trouble getting deliveries as 
mills are in need of orders. Manufac- 
turers are maintaining recently estab- 
lished prices on mill orders, but some 
are making concessions on stock ship- 
ments. Jobbers have marked down 
prices on galvanized sheets $1 a ton. 


Jobbers quote black sheets at 5.75c.; 


galvanized sheets at 7.20c.; for No. 28 gage 
and blue annealed at 5c. for No. 10 gage. 

Scales.—A price reduction of 10 per 
cent has been made on platform scales. 

Jobbers quote 600 lb. single’ beam scales 
at $21: €00 lb. single beam in better grade, 
$24; 600 lb. double beam scales, $25. 

Sash Cord.—A further decline of 10c. 
per lb. has been made on sash cord. 

Jobbers quote common sash cord at 36c. 
per Ilb.; standard sash cord, 39c. per Ib.; 
Sampson sash cord, 64c. per Ib. 

Vises.—A general price reduction of 
about 15 per cent has been made on 
various types of shop and pipe vises. 


Paints and Oils—Linseed oil has de- 
clined 20c. per gal. but otherwise prices 
have not changed the past week. Re- 
tailers are placing some orders for 
mixed paints for spring shipment, but 
the volume of business is not up to nor- 
mal. 


We quote from jobbers’ stocks: Standard 
makes of mixed paints at $4.60 per gal. for 
colors and $3.85 for white; linseed oil at 95c. 
for raw and 97c 
turpentine at 
and 
kegs. 


for boiled oil in barrel lots: 
in barrel lots 
in 100-Ib. 


$1.20 per gal 


white lead at l4ec. per Ib. 


Office of HARDWARE AGE, 
3725 Colfax Ave. South, 
Minneapolis, Minn., Jan. 3, 1921. 

OBBERS and dealers are all busy 
VY taking their annual inventories. 

The recent ruling by the Revenue 
Department that jobbers and retailers 
could use either their cost or replace- 
ment values, whichever was lowest, in 
figuring income taxes, will be of con- 
siderable assistance in stabilizing busi- 
ness conditions, as the savings in this 
territory will be several million dol- 
lars. 

Jobbers and dealers in this territory 
as a whole remain very optimistic as to 
improved business conditions. While it 
is doubtful if the total cash value of 
sales will be as large, because of re- 
duced prices, as were last year’s sales, 
it is expected that the total tonnage or 
number of items will nearly equal that 
of the past year, 

A resumption of the building activ- 
ities is expected as lumber is practically 
back to pre-war levels, and other items 
such as cement, nails, heating and 
plumbing supplies have all declined in 
There has been no general re- 


price. 
duction in wages paid carpenters, 
plumbers and steamfitters, but there 


will undoubtedly be a reduction due to 
unemployment in this class of labor. 
Automobile Necessities.—Sales of au- 
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tomobile supplies have been light, but 
quite an increase in sales of tire chains 
the past few’ days has been noted. 

Builders’ Hardware.—Very little ac- 
tivity is noted in lines of builders’ 
hardware. Architects report that they 
are very busy getting out plans for 
proposed spring construction. Unfor- 
tunately many of these plans are held 
up as soon as figures for the work are 
obtained. If some adjustment can be 
obtained on the high wages paid the 
necessary building trades no doubt there 
would be a large volume of work 
started early this spring. 

Axes.—Sales remain rather inactive. 
No price changes. 


We quote from jobbers’ stocks: 
bit, base weights, $16.50 per doz.; 
bit, base weights, $21.50 per doz. 


Bale Ties.—Demand is very moderate 
and jobbers’ stocks are in good condi- 
tion. No price changes since last re- 
port. 


We quote from local jobbers’ 
60-5 per cent from standard lists, 


Bolts.—Jobbers’ stocks of bolts are 
now in good condition, as factories are 
accumulating surplus stocks and are 
able to make practically immediate 
shipment. There has been no further 
change in price since the last change 
of December 27th. 


We quote from local 
Small carriage bolts, 30 per cent; 


Single 
double 


stocks: 


jobbers’ stocks: 
large car- 
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riage bolts, 25 per cent; small machine 
bolts, 40 per cent; stove bolts, 55 per cent; 
lag screws, 45 per cent; plow bolts, 20 per 
cent. 

Coal Hods.—Demand is very small, 
Most of the jobbers and dealers will be 
able to clean up their stocks as fall 
deliveries were light. No price changes, 

We quote from local jobbers’ stocks: 
Japanned 17-in., open, $5.20 doz.; japanned 
18-in., open, $5.50 doz.; japanned ‘funnel, 17- 
in., $6.55 doz.; japanned funnel, 18-in., 
$7.20 doz.; galvanized open, 17-in., $8 doz.; 
galvanized open, 18-in., $8.75 doz.: galva- 
nized funnel, 17-in., $9.90 doz.; galvanized 
funnel, 18-in., $11.70 doz. 

Eaves Trough, Conductors and EI- 
bows.—Notwithstanding the fact that 
there is scarcely any ‘business in this 
line, prices have remained firm. 

We quote from local jobbers’ stocks: 
Eaves trough, 28-ga., 5-in. lap joint, single 
bead, $9.50 per 100 ft.;: conductor pipe, 28 
ga., corrugated, 3-in., $9 per 100 ft.; elbows, 
3-in. corrugated, $2.16 per doz. 

Files.—Demand very small. No large 
sales being made. Jobbers’ stocks are 
in excellent condition. Price remains 


as for past months. 


We quote from local jobbers’ stocks: 
Nicholson files, 45-5 per cent; Riverside 
and Arcade brands, 50-10 per cent. 

Galvanized Ware.—Jobbers’ stocks 
are in good condition. 

We quote from local jobbers’ stocks: 


Standard No. 1 galvanized tubs, $10.95 per 
doz.; standard No. 2, $12.30 per_ doz.; 
Standard No. 3, $14.35 per doz.; Heavy 
ene No. 1, $24 per doz.; Heavy 
No. 2. $26.50 per doz.; Heavy No. 3, $28 
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BARS—CROW— 

Steel Crowbars, 10 to 40 Ib., Blacksmith 
8YU@IKE 

Pinch Bars, 10 to 40 1b., 
8Y@IV%¢ 


BELTING—LEATHER— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 oz..35% 
Belting, Heavy, 16 oz...... 40% 
Belting, Medium, 14% oz. ‘a 
Belting, Light, 50% 
Second quality, Sides...... 55% 
Second Quality, Shoulders. .60% 
Cut ow Lacing, Strictly 
L siveéawacchoxnoawe 5% 
Leather Lacing Sides, ; 
ft. Raw Hide, No. 1 in- 
sides 17 sq. ft. and over. aM 
et ae ee, Seen 
Rubber— 


Competition (Low Grade)50&10% 


eh TE 40&10% 
ee eer 35% 
BLOCKS—Tackle— 

Common wooden .......+4+ 15% 
PRE SSiac ese tvsesnse cee 15% 
Bolts— 
Carriage, Machine, &c.— 


Common Carriage (cut thread): 


% x6, and smaller. ..40&10% 
Common Carriage (rolled 
thread): 


43 x 6, and smaller15&5 Less 
Larger or longer...15&5 
Phila, Eagle, $3.00 list 60% 


Bolt Ends, H. P. Nuts.....40% 
Machine (cut thread): 
¥% «x4, and smaller....... 50% 
Larger or longer........ 40% 


CHAIN—Proof Cotl— 
American Coil; Straight Link: 


3/16, $18.00; %, $15.00; 5/16, 
$12.50; %, $1 1.00; 7/16, 
$10.50; %, $10.25; 5K, $9.75; 
MU, $9.50; H, $9.25; 1 in, 
$9.00. 

DRESSING—Belt— 

Liquid in gal. cams, gal...$3.00 


DRILL AND DRILL 
STOCKS— 
ee!” eee 45% 
reper and Straight 


Twist, 
Twist, 
Shank 


Wire Gauge Jobbers’ and R. S. 


Brace Drills for Wooa..334% 


EMERY—Turkish— 
Out of market at present time. 
Donne; ADs. 06666 bee cu 11%¢ 


HAMMERS AND 


SLEDGES— 

OE i Serer tate eee 45% 
Gat S Ds ccncckccsvenes0 45% 
OILERS— 

Steel, Copper Plated. .50-10-5% 
Chace, Brass and Copper...10% 
Railroad, coppered....... 334%4% 
Chace, Zimt Plated .o.s000 20% 
Railroad, brass ......+. 20&5% 


PICKS AND MATTOCKS— 


TONOTOES. . sac cou tsa 30% 
Contractors’ Picks.20% Discount 


ROPE— 
Eastern Retail Trade. Per lb. 
Manila, % in diam, and larger: 
Highest Grade ane 
Second Grade 


Hardware Grade ...... aise 
Sisal, % in. diam. and larger: 
Highest Grade .....+..e0% 23 


Second Grade 20¢ 
Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 


First Quality, 23%¢; second 
EE ae. 
Sisal, Tarred, Medium Lath 
Yarns: 
i eee 23¢ 
Second quality ........0+. 20¢ 


Cotton Rope: 
Best 5/16-in. and larger, 
@50¢ 
Medium, 6/16-in. and larger, 
@ 


47 @48¢ 
5/16-in. and 


Third Gr., 
larger 45@46¢ 
Jute: 
No. 1. %-in. and mp. +008 


No. 2, %-in. and up....17%¢ 
SAWS AND FRAMES— 
ack— 
Saws, 6 to 14 in., inc......35% 
Saws, Machine Blades, 
Se 00) SO Div vanécccus 10&10% 


Saw Frames— 


Iron, adj., per doz.......-$4.00 
Steel, adj., 8 to 12 in., per re 


Steel, adj., 


Star H. S. 0.22 
Adj. Pistol- car on doz. eth 22 
SCREWS— 

Coach, Lag and Jack— 
Coach, Gimlet Point.. .40&5% 


Jack Screws— 
Standgrd List .......s000. 10% 
Machine— 

Cut Thread Iron, 
Flat Head or Round Head, 
50&10% 
Fillister or Oval Round Head, 
50&10 % 
Fillister or Oval Head .40&10% 
Rolled Thread Iron, F. H. or 
TS A Ee” 66% % 
Fillister or Oval Head..80% 
Rolled oy 7a 
Ae Ae a. See 50&10% 
Fillister - Pat Head...60% 


Set and Cap— 


we Oe eee 40% 
Set (Steel) net advance over 


$17. 
steel hdle., per doz., 
he. 11 


ee . weneden ‘o 
Co ae” a eye ee 60&5% 
ee, fe eee | 

V4" and smaller ........ 60% 

” and larger 50&10&5% 
Filhister Head Cap ......+.. 45% 
Wood 
Flat Head, Iron ...... 70&15% 
Round Head, Iron...... 65&15% 
Flat Head, Brass......60&15% 
Round Head, Brass. .57%&15% 
Flat Head, Bronze. "eee aatied 

Round Head, Bronz 
32% &10&10% 
ks DIES AND 
Ps— 
Ping base lied Chdnkereeees 10% 
~— sa Y%tol in. -.40% 
oes 0eebeseeen eed 40% 

N16 Ey 30% 
Hand , smaller than % 

EERE sraneoeeen +++45% 


M. S. Taper Taps, No. 2 to 
gS OE errr 50% 
M. S. Taper Taps, larger. .40% 


W ASHERS—Cast— 
Over %-inch, barrel lots, per 
100 Ib. $10.90 
Iron and Steel 
Size bolt .. 5/16 % Y% 
Washers $14.30 13.10 11.90 
11% 11.60 
WRENCHES— , 
Agricultural ....++.:.0++ 334% 
dmigater or Crocodile . 50% 
4 Pirgee Secccvvse ooockeu 
St son pattern ......+. 60&5% 
Genuine Walworth Stillson, 
47"%A% 
METALS— 
Tin— 
—. AE ceccccnccccccset 
Trier Ce CO 45@! 09 
Copper— 
E@he Emget oc ccc cccscsccs 16%4¢ 
ON ere 16%¢ 
SE a ktecee <r bse wands 16%¢ 
Spelter and Sheet Zinc— 
Western spelter ........ 7% @8¢ 
ost Zinc, No. 9 base, cast 
3% @14¢ 
Lead— 

American Pig. Per Ib....6@7¢ 
PR ere Per !b.,7@8¢ 
Solder 
% xX 14 guaranteed.........27¢ 
A Sepceerere caer eve’ 2414¢ 
Refined SEER ES 


Prices of solder indicated by 
private brand vary according t 
composition. 


Babbitt Metal— 


Best grade, per Ib........++ 80¢ 
Commercial grade, per Ib... .40¢ 
Antimony— 

Asiatic, per 1Ib........ 7% @8%¢ 
Aluminam— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per Ib..... 85 to 38¢ 
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Paint Material Prices as Quoted in New York— January 10, 1921 
ai " Olive, denatured, Dbbl., Gum Shellac Black, Ivory «+++: $ .15 @30 
Animal. Fish amd acts DOF gal. ...seeeeeee $2.70@2.80 Le gd eee Mer er er yee $1.20 Lampblack .-++++++++5 12 @40 
sii caienah Neatsfoot, Prime ...... -80@ .85 Fine Orange ......... 90@ .92 Blue, Chinese ....---- 60 @40 
= mS sis Seed: $ .76@ .77 __ —,.™ owned ..7% @8 ae GC. QMS 6 cv eceesavente -70 Blue, Prussian ..-.---- base @— 
ty, 5-bbl. lots, gal... .79@ .80 age’ Bean. bEL. 1b.c<.sss. 8%4@— Button Ceakcvexenecwetewe nominal Blue, Soluble se ceceeee bs 
Out-of-town, 5 bbl. lots ‘ Kala Buttem «.cccccccccecs nominal Blue, Ultramarine nies yl . r 
and over, Bal..+eee+ -76@ .77 Miscellancous We Ee wea dhasrewheckees .68@ .70 Brown, American, Burnt 342@ 
Boiled, 2¢ per gal. advance on Raw. Seapine: Mu WO diteteurackeecuuens 1.20 Brown, — oe 64 @13 
Lard, prime, winter, edible Pri ‘Whi ; siicoaa WON TE heccnsccceccsneases 80¢ Burnt and Fo wera 
in bbls., per gal...+- 1.50@1.55 me, te, tOM......eeei 30@40 Whit iat eh tas Sh Turkey, Umber ...-.-- 5 @6 
Cotton seed, of hig rer ROE eSeSeeEs ae 20@25 =o ‘Gabon tb. Brown, Raw Lump..... 5 — 
BideAbale ivseosveces 7@ — on a = a White Lead, Dry....... 84@ 8% bo — Br tag - 
Yellow Summer, Prime, %e — China, Clay, domestic Im Olle ....ccecccccccces os -12% 7 9 ae ee 
ID. .o0- povervecmeocs 2 . powdered, per ton............25 Red Lead, Dry........ 9%@10 Red Cannine, Ne 0. 
Tallow, acidless, gal... .88@ .92 Imported, powdered, per ton....35 i GEE oc eteceadewcucesaesns 11% BOER cc cccceceecsc ce OOQIe 
Menhaden Whiting, per 100 Ib.: a Indian Red, Standard...14 @16 
Crude, bbl., gal....... 0@ — Commercial ........... 1.40@1.50 ; Zine a ee @40 
Light pressed, gal..... .53@. 55 SS ianneecPaauvard 1.40@1.50 Oxide, Selected, per Ib. 944@10 ween et @30 
Bleached Winter, gal... .55@ .57 Gx. Gilders ..cccccsece 1.50@1.60 Red Seal ..seseceeeee 10% @11 Para Pure ..-eeeeeees 2.20@— 
Cocoanut, Ceylon, bbl, Litharge, casks, per lb...... 9@9% Green ome sete reeeees a %@ 12% Commercial .20 @30 
N. Y¥., per ID. ..cene. 12% @13 Glues WEG Gaal cicccvccce 13 @13% Vermilion, English ....1.00@— 
Cod, Domestic, Prime... .65@ — Piem, GR. cccccccccces 1.40@1.80 Dry Colors —— Natural Red Oxide..... 4 @5 
Newfoundland, in bbl......... -70 Bone, Ib. .............-.30@ — Black, Carbon Gas....12 @30 “ Yellow, Chrome 7 27 @— 
Corn, Refined, bbl., Ib...13%@14 Spirits of Turpentine Black, Bone ......... 5%@10 Ochre, French ......-- 4% @ 5% 
Crude, bbl., per Ib....... 9 @9% Per gal. yard.:........ . 69@ .70 a erry 6 @15 Womestioa ..cccccccccecd 30 @50 
oz.; Standard 10-qt. galvanized pails iron machine screws or cent: brass ’ . : 
ein dose: Standard a $4.20 per ion: Sanita nnn pgs comnts haeee May Co. Conference 
standard 14-qt., $4.70 per doz.; standard 


16-qt. stock, $7.20 per doz.; standard 18-qt. 
stock $8.35 per doz. 

Glass and Putty.—Sales remain sur- 
prisingly good for this late in the 
season. Jobbers’ stocks are in good 
condition. No price changes reported. 


We quote from local jobbers’ stocks: 
76 per cent and 78 per cent from standard 
lists. Putty, 5%4c. per lb. 

Lanterns.—Demand for lanterns not 
as brisk as it should be at this season. 
Jobbers have a fair stock. Prices re- 
main firm. 

We quote from local jobbers’ 
Tubular long globe or short globe, 


doz.; tubular dash, $17.60 per doz. 
Cold Blast No. 2, $14.25 doz. 


Nails.—Jobbers’ stocks are in good 
condition. On account of inactivity in 
building trades the demand is at a low 
point. Contrary to expectations, there 
has been a further unexplained reduc- 
tion in price. 


stocks> 
$13 per 
; Dietz 


We quote from local jobbers’ stocks: 
Bright Wire Nails $4.50 base; Cement 


Coated Nails $4.10 base per keg. 

Paper.—Jobbers’ stocks are in good 
shape. There has been no further re- 
duction in price. 

We quote from local jobbers’ stocks: 
f.o.b.: Barrett’s No. 2 tarred felt, $4.15 per 
cwt.; Barrett’s threaded felt, 500-ft. rools, 
$2.08, per roll; Slater’s felt, $1.39 per roll; 
No. 20 red rosin, 97c. per roll; No. 25 red 
rosin, $1.20 per roll; No. 30 red rosin, $1.45 
per roll. 

Registers.—There has been no fur- 
ther decline since last report. 

We quote registers from local jobbers’ 
Stocks: 30 per cent from standard lists. 

Rope.—There is very little demand at 
the present time. Prices remain firm as 
last quoted. 
cunt quote from local jobbers’ 
‘olumbian manila rope at 274c. 
Columbian sisal at 18% c. lb. base. 

Screws.—Demand is not up to nor- 
mal. Jobbers’ stocks are now in good 
condition and practically all sizes can 
be shipped immediately. There has 
been no further change in price. 
ms, quote from local jobbers’ stocks: 

at-head bright screws, 70-10 per cent; 
round-head blue screws, 67%-5 per cent; 
oe Japanned screws, 6214-5 per cent; 
Sat ead brass screws, 50-5 per cent: 

und-head brass screws, 47% per cent; 


stocks: 
Ib. base; 





Sidewalk Scrapers and Snow Shov- 
els—Demand has been rather active 
during the past two weeks, as it has 
been the first seasonable weather for 
these items. Price remains as last re- 
ported. 


We quote from local jobbers’ stocks: 
Steel sidewalk scrapers, $4.10 doz.;: wood 
straight handle snow shovels, $5.75 doz.; 


steel blade straight handle, $6.80 doz.; gal- 
vanized steel blade, D-handle, $14.40 doz. 


Solder.—There has been a further 
decline in price. 


We quote from local jobbers’ stocks: 
half and half, 28 cents per Ib 
Steel Sheets.—Stocks are now in 





good condition. 
price reported. 
We quote from local jobbers’ 
28-ga. black sheets $6.35 per ecwt.; 
galvanized sheets $7.70 per cwt. 


Stove Goods.—Jobbers’ stocks are in 


No further changes in 


stocks: 
28-ga. 


good condition. Retail sales as a 
whole have been very good. 
We quote from local jobbers’ stocks: 


stove boards, crystallized, 28 x 28, $18.85 per 
doz.; 30 x 30 at $21.20 per doz.; 36 x 36 at 
$30.50 per doz.; stovepipe 28-ga. 6-in. uni- 
form blued 19c. per joint. Elbows common 
corrugated, $2.00 per doz.; adjustable char- 
coal iron, 6-in. $2.70 per doz. Dampers cast 
iron, wood or coil handles, $2.10 per doz. 
stove shovels 15-in., japanned, 70c. doz.; 
19-in. round handles, $1.65 per doz. 


Washers.—Jobbers’ stocks are re- 
ported in good condition. Price shows 
no change. 


We quote from local jobbers’ stocks: 
Wrought steel washers %4-in. $9.40 per cwt.; 
l-in. $9.00 per cwt. 


Wheelbarrows.—Stocks are now in 
better shape than for some months past, 
as the light demand has enabled manu- 
facturers to make up the shortages. 

We quote from local jobbers’ stocks: 
Fully bolted wood barrows $49.00 per doz.; 
No. 1 Tubular Steel $8.50 ea.; No. 1 Garden, 
$6.00 ea. 

Wire.—Jobbers’ stocks are accumulat- 
ing so that practically all orders can 
be filled. 


There has been a decline of about 30 
cents per cwt. In price, 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools 
$3.74. Galvanized, $4.30. Painted Hog wire 
$4.00. Galvanized Hog wire $4.58 per spool. 
Smooth black No. 9, $4.50 per cwt.; gal- 
vanized smooth No. 9, $5.20 per cwt. 





The annual sales conference and gen- 
eral round up of employees of the F. P. 
May Hardware Co., Washington, D. C., 
took place the last week of the old 
year. On Tuesday, the first day, all 
salesmen were called in and given an 
hour apiece to register complaints 
against systems and business practices 
of the house, and also to give sugges- 
tions for improving the service to cus- 
tomers during the coming year. 

The next day the program was more 
formal, with Fayette R. Plumb, the 
Philadelphia manufacturer, as_ the 
speaker at the meeting of the sales 
force. In the evening the entire staff 
gathered in the main office to partake 
of the annual dinner. The room was 
decorated in true Christmas fashion 
with plenty of holly done up in red and 
green ribbons. A well adorned Christ- 
mas tree stood in one corner and be- 
fore the evening was over Santa Claus 
arrived and distributed a present to 
each employee. The Mayco Glee Club 
entertained by singing patriotic and 
popular airs. Parodies had been writ- 
ten playing up the hobbies and foibles 
of different employees. This feature of 
the musical program went very strong 
and received much applause. No seri- 
ous speech making was allowed as the 
entire evening had been dedicated to 
joy making. 





Myers’ Calendars 


Following an annual custom esta»- 
lished in 1888 F. E. Myers & Bro., 
Ashland, Ohio, placed in the mail over 
42,000 calendars addressed to their 
dealers and customers in all parts of 
the world. More than 7000 of these 
went to foreign countries. The calen- 
dars are four feet in length and have 
numerous illustraticns of the company’s 
line of pumps and hay tools. 
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Taking the 1920 Inventory for the 


Income Tax 


HAVE received a considerable 
l number of inquiries as to the 
proper method of inventorying one’s 
stock of merchandise for income tax 
purposes this year. A sample letter 
comes to me from the Clark Hard- 
ware Co., Massena, N. Y., through 
the HARDWARE AGE:— 

Dear Sir:—We have recently 
read one or two articles in trade 
journals that have given the 
opinion that we are entitled to 
inventory our stock for income 
tax purposes at market value, 
notwithstanding the fact that 
we priced our inventory last year 
at cost. On the other hand, we 
have read one or two articles in 
New York papers recently that 
would appear to quote the 
Deputy Internal Revenue Col- 
lector as being of decidedly the 
opposite view. 

If it would not be asking too 
much, we would appreciate your 
opinion on this subject. Inclosed 
find stamped envelope for your 
reply. 

CLARK HARDWARE Co. 

Last year the holder of a stock of 
merchandise had the option of in- 
ventorying it either at “cost,” or at 
“cost or market, whichever was 
lower.” Of course, every reader 
hereof knows that no merchant can 
tell how much money he has made in 
a year until he takes an inventory. 
The inventory, and particularly the 
way it is taken, is therefore impor- 
tant in determining one’s profit and 
in making the return to the Govern- 
ment for the purpose of fixing the 
tax on that profit. 

Most people last year adopted the 
“cost” plan of taking inventory. 
Under that everything in stock was 
priced at actual cost, regardless of 
market fluctuations. This plan was 
adopted because last year the markets 
were still above normal, and “cost” 
was therefore the cheapest basis. 

A few adopted the plan of inven- 
torying at “cost or market, which- 
ever was lower.” Under this plan 
the merchant went through his stock 
and handled each item separately. If 
a given item had advanced, he in- 
ventoried it at cost, if it had declined, 
he inventoried it at the market. 

This year the markets on prac- 
tically everything are in such shape 
that almost all owners of stocks will 
want to inventory at the market, be- 
cause the market is below cost in 
The Government antici- 


most cases. 


pated this and issued the following: 
(Article 1582 of Regulation 45) :— 

Inventories should be valued 
at (a) cost or (b) cost or 
market, whichever is_ lower. 
Whichever basis is adopted must 
be applied to each item and not 
merely to the total of the in- 
ventory; that is, if for instance 
basis (b) is adopted, the value 
of each item in the inventory 
will be measured by market if 
that is lower than cost, or by 
cost if that is lower than market. 
A taxpayer may, regardless of 
his past practice, adopt the basis 
of cost or market, whichever is 
lower, for his 1918 inventory, 
provided a disclosure of the fact 
and that it represents a change 
is made in the return. There- 
after changes can be made only 
after permission is secured from 
the Commissioner. 


In other words, whichever plan you 
choose—“cost” or “cost or market, 
whichever is lower”—you must stick 
to it unless you can get permission 
from the Internal Revenue Depart- 
ment to change. Therefore, those 
who inventoried at “cost” last year 
must do so this year unless they 
apply for and obtain a ruling which 
permits them to use the other plan. 
Naturally, inventorying at cost to- 
day would show a wholly illusory and 
fictitious increase in profit, and it is 
expected that the Revenue Depart- 
ment will be flooded with requests 
from all over the country for per- 


mission to change the inventory 
basis. 
Early in 1920 the Government 


foresaw that there would be some 
trouble along this line and on March 
20, 1920, issued the following 
(Memorandum 38) :— 


If inventories have been taken 
in the past on the basis of cost 
and request is now made to 
change to cost or market, 
whichever is lower, the reasons 
for the request should be care- 
fully scrutinized and the re- 
quest refused if it appears that 
the principal reason therefor is 
to reduce the tax payable for 
1919. 


Later this was modified somewhat 
by the following (Memorandum 
85) :-— 

The Committee therefore 
recommends that Memorandum 

88 be modified to the extent that 
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where it can be shown that 
“market” at the close of 1918 
and 1919 was above cost the tax- 
payer may now elect to take his 
inventory upon a “cost or market 
basis, whichever is lower,” pro- 
vided that such practice is con- 
sistently adhered to in the 
future, but that the memo- 
randum in question stand so far 
as it applies to those cases where 
there was an opportunity to take 
inventories at a figure lower 
than cost because market was 
lower than cost at the close of 
1918 and 1919 and consequently 
there was a real election to con- 
tinue upon a cost basis. 


This does not apply to any cases 
except those whose stocks were 
worth more than cost at the close of 
1919. Those whose stocks were 
worth less than cost, yet did not use 
the “cost or market, whichever was 
lower” method, must get express 
permission before they can use it this 
year. 

The markets began to decline early 
in 1920, after the 1919 tax reports 
inventorying goods at a much higher 
figure, were in. The Government 
saw that this meant over-taxation 
for the holders of such merchandise 
and it issued a regulation allowing 
all merchants caught in this way to 
file an amended return and scale 
their inventories down to the then 
current values, which many thou- 
sands did. 

The course of the holder of any 
stock of merchandise as to his 1920 
return—if his stock has depreciated 
either wholly or in part, and if he 
inventoried at cost last year—is to 
write the Internal Revenue Depart- 
ment for permission to change to 
the “cost or market, whichever is 
lower.” If he is granted the per- 
mission he can give each item in his 
stock its present value, apply the re- 
sult to his year’s profits, and pay his 
tax accordingly. 

What chance is there that permis- 
sion will be granted? Internal 
Revenue Collectors fight very shy of 
answering that question; they know 
the peculiarities of Government 
methods, and never know what to 
expect. Personally I believe permis- 
sion will be granted in every case 
where the facts justify it, but even 
if it is not, I should use the “cost or 
market, whichever is lower’ system 
anyway. It is fundamental that any 
shrinkage in merchandise values 18 
a loss which not only can but must be 
charged against profits before the 
net profits for the year can be cal 
culated. Therefore a merchant 18 
entitled to use this plan—in fact, no 
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other plan would give an accurate 
result—with or without the Govern- 
ment’s permission. However, I have 
no doubt the permission will be 
granted, though it may not be de- 
livered until some years hence. 

It may be interesting to give the 
Government’s definition of what 
“market” means :— 


Market means the current bid 
price prevailing at the date of 
the inventory for the particular 
merchandise, and is applicable 
to goods purchased and on hand 
* * * Where no open market 
quotations are available the tax- 
payer must use such evidence of 
a fair market price at the date 
or dates nearest the inventory as 
may be available to him, such as 
specific transactions in reason- 
able volume entered into in good 
faith, or compensation paid for 
cancellation of contracts for 
purchase commitments. The 
burden of. proof will rest upon 
the taxpayer in each case to 
satisfy the Commissioner of the 
correctness of the prices adopted. 
(Copyright, January, 1921, by Elton J. 

Buckley.) 


The Hip Club Program 


The nineteenth annual convention 
and exhibit of the Mountain States 
Hardware & Implement Association 
will be held January 25, 26, and 27, 
1921 at Denver, Colo. Within this or- 
ganization is the HIP Club, composed 
of manufacturers, jobbers, wholesalers 
and their representatives who are pre- 
paring the social program for the fifth 
year. 

Many prominent speakers are ex- 
pected to address the gathering. Math- 
ias Ludlow, president of the National 
Retail Hardware Association has al- 
ready promised to come as have Chas. 
C. Gates and A. C. Foster big business 
men of Denver. N. J. Hodge secretary 
of the Minnesota Implement Mutual 
Fire Insurance Co., will also speak. 
Other prominent men in the hardware 
implement and associated lines have 
been invited and some of them will un- 
doubtedly be on hand. 

Tuesday night, January 25, there will 
be a Get-Together meeting at the 
Brown Palace Hotel, with an entertain- 
ment followed by refreshments, thanks 
to the committee. The next even- 
Ing the grand banquet and annual 
vaudeville show will be held at the 
Daniels & Fisher Tea Room. On Thurs- 
day the closing night the annual ball in 
all its splendor will take place at the 
Brown Palace Hotel. 

A very efficient ladies auxiliary takes 
care of the ladies during the business 
Sessions, for it is one of the boasts of 
this organization that wives and other 
feminine relatives are always welcome 
and considered a very important feat- 
ure of all annual conventions. 





“Meeting.” 


HARDWARE AGE 


Store Meetings That Pay 


The Man Behind the Counter 


You have been in on the 
other kind—the masque party. 
Clowns, more or less funny; Martha 
Washingtons with prim curls; cow- 
boys, more or less wild, and negro 
aristocracy, somewhat laughable, 
paraded around in quaint costumes 
and cloth and paper faces. 

All were on their best behavior. 
Oh, to be sure! 

Life is a good deal like that. We 
deck ourselves in fine feathers and 
put on our Sunday smile in public. 
Even to our fellow employees we are 
seldom our own natural selves. Some 
name it diplomacy, others call it 
policy, and once in a while there is a 
faint whisper of something about 
“bluff.” 

Well, this little party was unlike 
that—yes, very much unlike it. 

We won’t tell where it was held or 
who took part, for we carry only a 
few thousand life insurance and with 
three kiddies that’s too little. It will 
be a true account but names will be 
omitted, so there will be no “flowers 
omitted, please” notice a day or two 
after publication. ; 

The name of this affair was “Store 
The game played was 
“truth.” And it was played to a 
fare-thee-well. 

It started off with the big boss 
trotting out a bunch of delivery 
tickets. “Something is sick about 
all these tickets,” he explained. “It’s 
yesterday’s grist, about eighty out 
of a hundred or so. The team seems 
to be batting poorly—eight strike- 
outs to two hits. Too many. We’ll 
run over some of these and see who 
needs a tonic.” 

The salesmen began to wince. 
They felt the boss was “getting 
close.” 

“Here’s a ticket with neither ‘will 
call’ or ‘deliver’ marked. Our ship- 
ping clerk is weak on mind reading, 
so what could he do? It was made 
out by No. 20. Have I said enough? 
Or shall I add that it took a half hour 
to get this straightened out and the 
order missed a delivery?” 


Those Costly Mistakes 


“Next,” said the boss, and the men 
looked forward to something as pain- 
ful as a dull razor shave, or more 
so. “Next is a ticket marked ‘two 
boxes’ and that’s what the shipping 
room boys looked for. When they 
found what they wanted it turned out 
to be two barrels. No. 7 did that. 
More time lost.” 


4 io was an un-masque party. 


“Now here’s a ticket’”—and that’s 
the way it went for a half hour. 
Mistakes more or less important, 
mostly more so, were detailed. The 
boss wound it all up by a short, 
punchy plea to use a little more time 
and a little more care on delivery 
tickets. 

Then came the advertising man- 
ager. He was, as the saying goes, 
“full of dignity and prunes,” that is, 
he had something on his mind and 
he had to unload. 

“There were 612 sales in this store 
last Saturday,” he said. “Each pack- 
age was supposed to have a piece of 
advertising matter in it. Actually 
only 201 did. Boxes are placed con- 
veniently at each counter so salesmen 
have no excuse for leaving out these 
printed salesmen. But outside of the 
cutlery and tool departments not a 
single department of the store got 
rid of twenty-five pieces of adver- 
tising. That stuff is written by 
$5,000 and $10,000 a year men. It’s 
big league advertising. It doesn’t 
cost us a cent. Why don’t we use it 
more?” 

“Mr. Chairman!” It was one of 
the criticized salesmen. “In my de- 
partment the advertising folders are 
at one end of the counter. The paper 
and string are at the other end. It 
isn’t convenient to put the stuff in 
the parcels.” 

“Objection sustained,” said the 
boss. “Mr. , take a note to 
have that corrected.” 

All was quiet. 

Could that be all? 


The Fire Risk in Stores 


Far from it. The store superin- 
tendent was on his feet. He talked 
fluently, almost eloquently, about the 
store’s unsullied and unspotted fire 
record. Not a blaze in forty years. 
No loss of goods, no business stopped, 
no jobs forfeited by the red tongued 
fire demon. “But,” and here’s the 
rub, “last night a truck full of 
builders’ hardware was left in the 
aisle. Two bundles of shovels were 
out where a fireman might have 
tripped over them. And the oil 
house—words fail me. It’s in an 
awful condition. It will be cleaned 
up to-morrow morning. From a 
selfish viewpoint we want our jobs. 
Let’s not lose them through a fire.” 

Next! 

“May I pour a little oil on troubled 
waters?” asked the sales manager. 

“Sure,” said the chairman, “this is 
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a truth party. We want it whether 
it helps or hurts.” 

“I went over the last three days’ 
orders,” said the s. m., “and I find 
the average time on waiting orders 
is twelve minutes. A month ago it 
was twenty. I want to commend 
the shipping room and the order de- 
partment for the improvement. It’s 
a big one. When we cut down the 
waiting time almost half I’ll say 
we've done a big thing toward im- 
proving our service and pleasing our 
customers.” 

“Great work,” chimed in the gen- 
eral manager. “Keep it up.” 

“Suggestions,” said the presiding 
genius with the gavel. 


The Truth Proved Profitable 


And so it went for an hour. 
Masques were off. Bare-faced truth 
was told. Some of it was sweet. 
Some of it was much like quinine, 
but all of it was frank and above- 
board. Practical, brass-tack sub- 
jects were threshed out. It was at 
least profitable if not pleasant. 

This store has these meetings once 
each month. They are not mere 
“gabfests” either. They are chuck 
full. of important things. They 
check abuses, stop leaks and help to 
keep everyone on his toes. 

Store meetings are in vogue in big 
stores everywhere. They work be- 
cause they are a sound idea. Getting 
together for a heart-to-heart talk 
about store affairs is a necessary 
factor in good merchandising. 

Oh, yes, the report would not be 
complete without this little incident. 

Just before the adjournment, the 
big boss smilingly said: 

“T think our time has been well 
spent. We appreciate your coming 
out and giving us this evening. Just 
as a mark of appreciation I want to 
close by playing a little game.” 

He then passed among the em- 
ployees and handed each person a 
crisp, new one dollar bill. 

“The game is,” he said, “to fold 
this bill up neatly and put it in your 
pocket—ladies in their pocket-book, 
of course. Good-night.” 


When the Farmer Wants an Axe 
(Continued from page 99) 
three to four and a half pounds. 
These we stock in both handled and 
unhandled models. We carry the 
latter, for it appears that about a 
third of our customers like to hang 
their own axes, thus fitting just the 
weight and “harg” of helve that suits 
their own taste best of all. This 
means axe wedges, as well as the 
larger ones for splitting hard wood 

logs. 
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With each-order, we include a few 
boys’ axes, for they have a place on 
the farm, too. They are very handy 
in working up kindling wood, and 
frequently, to judge from the inter- 
est they show in the purchase, it 
would not be beside the question to 
infer that some of the “women 
folks” know how to handle one of 
these small axes, as well as the men. 
Hand axes and hatchets also have a 
place cut out for them in this lighter 
work of getting in the winter’s wood 
supply. 

The Buck Saw 

We've thought of cross cuts, both 
wide and narrow, and of axes of vari- 
ous sorts, but not a word about the 
buck saw. Now, this same buck saw 
is not to be sneered out of existence 
on account of its smaller size, and 
consequent lesser ability for work. 
Mr. Buck is an industrious fellow, 
and he makes many a little pile of 
sawdust on many a farm every 
winter. 

It so happens that on my way to 
and from the store, each day, I pass 
the village home of a farmer who 
has retired and has rented his farm. 
He had a load of saplings drawn 
from his farm not long ago, and I am 
amazed at the rapidity with which 
his back yard wood-pile grows day 
by day. I can see his little saw buck, 
and I sometimes see him at work 
with the buck saw. It’s all in the 
great big game of putting the skids 
under Jack Frost. 

Now, saws do not always stay 
sharp—else we wouldn’t sell many 
flat or slim taper files. These files 
pile up their little profit every win- 
ter, too. ° / 

The more prosperous and am- 
bitious farmer may operate a cir- 
cular or a drag saw machine, and 
when he calls on his hardware dealer 
for such an outfit, he leaves a nice 
profit in the cash drawer. 

While thinking of saws, we surely 
mustn’t pass over the annual ice 
harvest. Here, again, comes a time 
for using a whole multitude of tools 
from the hardware store—ice plows, 
ice saws, splitting bars, ice hooks, 
tongs and the like. Nature furnishes 
the harvest but places the condition 
upon man that he shall go fifty-fifty 
and fill the ice house by his own 
labor. 

When all’s said and done, we hard- 
ware men can be mighty glad that 
coal doesn’t grow on trees; that no 
magic wand can wave these same 
trees into the family wood-box, and 
that ice doesn’t fly in cakes from the 
pond to the ice house. 
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Something to Think About 

(Continued from page 103) 
for a revival of business. This coun- 
try has harvested this year one of 
the largest crops in history. The 
markets of the world demand our 
products and the merchant marine 
is prepared to transport them. This © 
country is in a sounder financial and © 
industrial condition than any nation 
in the world. 

“The Foreign Trade Financing 
Corporation, with capital of $100,- 
000,000 for the purpose of stabilizing 
foreign trade on cotton and other 
products by giving long terms, 
launched last week in Chicago. It 
is expected it will begin business 
soon after January 1, if so, we look 
for prices on cotton to improve and | 
by March 1 to see cotton selling for 
20 cents per pound or more. Soon 
after the first of the New Year, 
business uncertainty and lack of con- 
fidence will gradually disappear and 
mental conditions of the public will 
gradually grow optimistic. We 
can’t see for the long haul but good 
business for all who will be careful 7 
but optimistic. Our policy will be 9 
to buy small quantities and often and 
keep the dollar rolling and we think 
this a good policy for you to recom- 
mend to your trade. 

“Wishing you a Happy and Merry 
Christmas and a prosperous 1921, I 
am, 











Yours very truly, 
CHARLOTTE HARDWARE Co.” 


Warren Axe & Tool Co. 


Through reorganization control of 
the Warren Axe & Tool Co., Warren, 
Pa., has passed to a syndicate com- 
posed of the Dillon Interests, Law- E 
rence, Chamberlain & Co., New York, 9 
and a group of local business men § 
Nearly all of the old stockholders have 9 
exchanged their holdings for securities a 
in the new company. e 

Practically all of the old organiza- 
tion will remain with the new company. 

H. P. Stone has been elected president, 
W. A. Kinear, secretary of the old 
company. 


At the annual corporation meeting of * 
the Carpentez- Morton Co., Boston, 97 
Mass., the board of directors, formerly f 
comprising six members, was it 9 
creased to eight members. The two 9 
newly elected directors are A. Irving 9 
McLauthlin and William E. Gilmour. 
Both will also act as assistants to the 
treasurer. 







The Newark Auto Parts Co., New 
ark, N. J., are dealers in automobile & 
accessories, and will not manufacture, 
as was incorrectly stated three weeks ” 
ago. Be 
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Strong Publicity Helps Sell Phonographs — Picturing Uses for 
Flashlights—A Winter Sports Reminder Ad—Combination Ad 


Giving the Local Campaign a National 
Flavor 


No. 1 (2 cols. x 12 in.) 

The J. G. De Prez Co., Shelbyville, 
Ind, have been running a series of 
strong ads on the phonograph. These 
ads are virtually replicas of national 
arguments used by the manufacturer. 
They do more than tie-up: the mes- 
sage of the national publications is re- 
peated in the local presentation. 

In this connection, it seems that the 
manufacturer through his advertising 
agent should furnish the hardware 
d:aler with closer tie-up ads than is 
generally done. A strong group of 
ads appear nationally but often by the 
time they are reduced to dealer-help 
form they have lost about nine-tenths 
of their original “pep.” 

Some advertising agents for manu- 
facturers are so afraid the dealer will 
not use anything but a_ tiny-sized 
ready-made ad, that they make no at- 
tempt to carry through locally the 
strength of the national ads. The 
manufacturer often wonders why there 
Is not a more snappy demand for 
dealer “electros.” 

The hardware dealer, we can say 
with the authority of knowing and re- 
viewing his advertising for the past 12 
years, is a shrewd advertiser. He will 
not use any old electro that a careless 
advertising agent may attempt to palm 
off on him. Rather, he will write his 
own ad, use his own copy. 

The subject of this De Prez ad is 
the tone test and this test has been 
given wide publicity by the manufac- 
turers, For national work, of course, 
the Edison Company uses widely known 
artists, but there is just as much real 
advertising copy in this local ad as in 
@ page Edison ad in the magazines. 
Ba sort of copy tying up with a 
onal campaign will sell vacuum 
Cleaners, washers and electric irons as 
well as phonographs. This is a hint 


to the manuf. 
an acturer as well as to the 


Visualizing Flashlight Uses 


No. 2 (2 cols. x 6 in.) 

The power of the picture is great. 
Suggest uses for an article pictorially 
and you double the selling power of 
your copy. 

Here in the Hartley ad, sent us by 





Courtright’s Hardware Service. 


Hartley’s, East Palestine, Ohio, the pic- 
ture suggests a use for the flashlight 
that will appeal to every motorist and 
then if you will read the copy you'll 
see that it utilizes the strength of the 
pictorial suggestion by suggesting a 
twin-sale. 

Not long ago a dealer found that a 











Ladies— Please Watch for Mme. Rambeau Recipes 


































































































“BE 
Ask to s66 butt & 
Cleans Better 
¥.00 Special for less 
for only Money 
CASH PRICE 
$1.25 30 | 
S Time . .$42.00 
Make QUICK HEAT 
HUBBY on a Chilly 
Ha : : 
wants OHESTNUT PUDDING" Morning 
waymts lente wae Vue, 
sugar. «2 ablespoons cracker 
ae, $2.40 paansts salt how a to taste $9,00 to $22.50 
its: Roll chestnuts, skid and rub 
hrough seive. Add to strained 
CAST WAFFLE IRON Saaaeete, ° the woll-beaten ons PADLOCKS 
; yolks and other Inaredient 
WAKE F Fold in he stiffty Senten eho 25c¢ to $3.50 
UP .; nd bake in a buttered baking disit , 
PAY CASH With cover op SE Tere 30 min ~~ 
tds. - After th If hoys over 
and get se wet elt Nea sve & on . COAL 
109% DISCOUNT }* . © 4 > “Mme. ‘Rambeau Let us 
om . Equip boy 
; Now-used in Laundry’ 
Everything 7 | Ni 
1 , All Kitehens 
A WRENCH : for many things Let Us 
for every Besides Equip 
jose Home Brew Your 
can be 
: Up ¥ 
Found Put Up Your | taundry 
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WE GIVE 10% DISCOUNT IF YOU PAY CASH 
COURTRIGHT HARDWARE Ca. 


8 A combination ad with a central 
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fountain pen flashlight enabled him to 
see the exact condition of the cylinder 
head and walls of his motor as the 
light was small enough to be inserted 
through the spark plug openings, illu- 
minating the whole interior. He ad- 
vertised the discovery and we suppose 
a certain flashlight maker wonders why 
that particular dealer sells so many 
fountain pen flashlights. When one 
may see the condition of the interior 
of one’s engine without taking it down, 
the money involved in a purchase of a 
flashlight is small indeed. 

This Hartley ad is a manufacturer’s 
ready-made electro and a good one, too. 
The cut prints well in the newspaper 
or store paper and there is much dis- 
tinction in the type and border arrange- 








Kind of a Personal Light 
HERE are 12,000 uses forthe Winchester 
Flashlight. Yours may be lighting up 

my lady's clothes closet when you want it 














in the garage! Get one fer her, too. }4 
{ You'll like it—both of you. So powerfu', js 
} safe, handy, and like the famous Wiactester i} 
{ Rifle in its dependability. i} 
ka] Winchester guaranteed Batteries, too. 


Come in and sce them today, 


Hartley’s Hardware 
tHE WINCHESTER stors 
onion a 


2 A type of ad which sells flashlights 











ment and the display of the manufac- 
turer’s trade signature. 


A Group of Interesting Items 


No. 3 (8 cols. x 8 in.) 

The Courtright Hardware Co., Fre- 
mont, Neb., are combining a good va- 
riety ad with a special presentation of 
Mme. Rambeau and her recipes. 

If there is anything one may be sure 
a housewife will read, it is a recipe. 
Recipes have a fascination—a peren- 
nial appeal. The advertiser in this case 
gives Mme. Rambeau and her recipe 
preferred position and it is the first 
item in the ad to catch the eye. 

Surrounding the central feature of 
the announcement are nine specially 
priced items. These items have been 
selected with a great deal of care; 
they are seasonable and items that 
make a general appeal. 

Ho! for Winter Sports! 
No. 4 (2 cols. x 5 in.) 

Snow brings with it trouble and an- 
noyance to the dealer in the big city, 
but to the hardware man in the smaller 
town it means an apportunity to push 
the sale of sleds, skates, skis, snow 
shoes, coasters, bobs and other items 
dear to the heart of the lover of winter 
sports. 
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In the Buchanan Hardware Co.’s, 
Richfield Springs, N. Y., advertisement, 
these items are mentioned, as is plain, 
in big type, so that he who runs may 
read. 

Topped with an attractive cut, this 
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Santa Claus was well “press-agented” 
by the P. Hoffman Hardware (Co, 
Sedalia, Mo. The firm used a page ad 
very attractively worked up. A large 
Santa Claus cut furnished the holiday 
decoration. 





Burke & Wright, Waukegan, Ill, 
featured in a big four-column ad the 
better class of toys, calling attention to 
the fact that it is foolish to buy gim- 
crack toys. This is quite a novel idea, 
and worth remembering. 














































\ phonograph 


Let us show you the Certificate of Authen- 
ticity which Hardy Williamson and The 
Fleming Sisters Trio have signed. This is 
the outstanding fact which comes to you 
out ofthe memorable tone-test rceital giv- 
en Wednesday evening, Nov. 24, at the City 
Opera House. A new era in music is here. 
Mr. Edison has lifted the phonograph to 
the dignity of a new art. 


You can no longer be satisfied with a pho- 
nograph that imitates. Now, you want a 
phonograph that equals the human voice. 


You know there is such a phonograph. Mr. Edison made 
an astounding test with the Official Laboratory Model of 
the New Edison to prove it. Shelbyville heard the New 
Edison Re-Create Hardy Williamson’s voice in direct 
comparison with Hardy Williamson's living voice. So 
realistic was the New Edison's performance that no one 
in the entire audience could distinguish it from Mr. Wil- 
hiamson’s living voice. 


The 
Bo hy 


You yourself can have such a phonograph. Let us show 
you the Certificate of Authenticity, which Hardy Wil 
liamson and The Fleming Sisters Trio have signed, after 


inspecting these instruments, and in which they declare 
that these instruments are the equals in every respect of 
the instrument used in the tone-test. 


You can buy your New Edison on a Budget Vian which so 
distributes the payments that you'll hardly feel them 


The J.G. DePrez Co. 


Shelbyville’s Greatest Store 18-20 Public Square 





1 A real tie-up with national adver- 
tising 


ad is a clarion call to lovers of winter’s 
open spaces and the tang of frosty air 
and the clink of steel on ice. 


PUBLICITY ITEMS 


Kiniry & Son sent us an attractive 
Xmas ad, featuring two columns of 
suggestions and _ illustrating fifteen 
items with prices. This ad is well 
handled throughout. Kiniry & Son are 
located at Beloit, Wis. 








Sinclair Hardware Co., Medford, 
Mass., put out a fine Christmas circular 
giving special prominence to toys.’ The 
circular emphasizes the quality of the 
firm’s stocks. tub 


Thos. Conron Hardware Co., Dan- 
ville, Ill., announced the store as 
Santa’s headquarters and backed up the 
statement with a store catalog which 
must have made the mail-order men 


| 




















NOW Means 
NOW SHOES 
KIIS 

LEDS 

KATES 


Come in and see the line on display 


Buchanan Harware Co. 


Birone 63 Richfield Springs, N.Y. 





4 Featuring winter sports 


turn green if by chance they caught 
sight of it. 





Ashdown’s Big Busy Hardware 
Store, Calgary, Canada, sent us a fine 
sale ad. Replete with cuts, good copy 
and low prices, this ad should have 
secured the business it went after. 





Southern Hardware Co., Tulsa, Okla, 
put out a very fine Christmas sale ad, 
well illustrated, and with an attractive 
group of price reductions. Silverware 
and toys came in for special attention. 





C. Y. Schelly & Bro., Allentown, Pa, 
did it up brown. Got out an 8-page 
Xmas edition of their store paper 12 
Christmas colors, red and green, and 
made it exceedingly attractive through 
the use of special holiday decorative 
material. 





From East Palestine, Ohio, the Hart 
ley Hardware Store mails us a Copy 
of Hartley’s Store News, a store pape 
chock full of pep. One feature about 
this paper that is worthy of special 
mention is the use of specially draw 
headings for each different department 
or column. 
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HE Great American Home is 

made up of some twenty-five 
million houses. Every day in these 
houses more than six hundred 
million hinges are brought into 
action. Millions of these bear the 
name McKinney. 


This is only part of the huge hinge 

market. Millions are used in office 
buildings, stores, public buildings, 
churches—millions more for cabinet 
work, boxes, crates and cupboards. 
Hinges are important! 
The McKinney Manufacturing 
Company is making millions real- 
ize this importance through adver- 
tising. This advertising is planned to 
create sales—in your store. 


Western Office, State-Lake Bldg., Chicago 





McKINNEYMANUFACTURINGCO. Pittsburgh 


Export Representation 


MCKINNEY  ' 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 





The Hinge Market 


Establish your hinge department 
as McKinney Headquarters. 


We are equipped to carry our 
advertising activities right into your 
community—to your very counter. 
Send for our newspaper campaign of 
general hardware advertisements. 
These come in electro form, all ready 
for insertion. Ample space is left 
for prominent display of your name 
and address. You should also use 
McKinney display cards for your 
window and counter. Make sure 
everyone knows you sell McKinney 
Hinges and Butts. 

Last year the dealers who used 
these advertising helps reaped the 
benefits in sales. This is the best proof 
of their worth. 
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Being Products 


Reinforced Rubber Bike Grip 


All cyclists seem to favor the large 
motorcycle style handle bar grip, and 
it unquestionably has merits as well as 
beauty. The trouble with this style 
has usually been the breaking off at 
the point where the metal bar ends. 


Erco Bike Grip—Note Wooden 
Reinforcement 














The Erco bike grip has all the beauty 
and service features of the familiar 
rubber grip and has also an interior 
wooden plug that partly slips into a 
standard handle bar. This special re- 
enforcement prevents breaking over the 
sharp metal edge and gives an added 
feeling of security to the motorists. 

This feature does not in any way 
interfere with the vibration feature of 
the rubber grip, and is very flexible to 
handle. At the outer end the grip is 
closed. The high quality of the rubber 
used is said to eliminate the use of 
cement in applying the Erco grips, as 
the suction is sufficient to keep them in 
place. When properly attached it is 
almost impossible to take them off. 

The grip is fashioned to fit the palm 
of the hand comfortably. Ten pairs 
of grips are packed in an attractive 
carton. 


Light Weight Vacuum Cleaner 
Has Many Uses 


A new addition to the family -of 
Air-Way vacuum cleaners is the Air- 
Way Junior, small and light in design. 
It is made by the Air-Way Electric 
Appliance Corp., Toledo, Ohio. Its 
particular mission is to get dust and 
dirt from the hard-to-get-at places 
found in every home. It is equally 
as useful in cleaning the seats and 
the complete interior of the motor car, 
or for removing dust from shelves or 


from goods placed on shelves. In funeral 
parlors, clothing and haberdashery 
stores and dressmaking shops it would 
be very handy. It is small enough and 
light in weight so that a child could 
easily carry it from place to place using 
it as desired without attendant weari- 
ness. 

With the cleaner, a’ tufted brush, a 
ruober cleaning attachment, a fiber ex- 
tension for cleaning corners and for 
blowing, a flexible cleaning hose and 
an attachment for connecting hose to 
blower are furnished. The electric 
motor is especially designed for this 
model, and the cable extension is fitted 
with a standard light plug that will fit 
any light or floor socket. 

This cleaner- is complete in every 
way and is just as the name suggests— 
a Junior to the familar full size stand- 
ard Air-Way Electric Vacuum Cleaner. 








Using an Air-Way Junior on the Car 


All Metal Electric Clothes 
Washer 


The latest home labor-saving machine 
of the Universal Utilities Corp., Alpena, 
Mich., is the Universal Electric Washer 
with the portable washing unit. 
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Placed on the Market by Hardware Manufacturers 











Marked simplicity in design and | 
operation are the distinguishing fea. 
tures of this new machine; there are 








Universal Electric Washer 


only four moving parts, all fully pro- 
tected. Because of its portable, com- 
pact constru-tion the machine may be” 
used almost arywhere that electricity” 
can be furnished. Every single part is” 
of metal, electro-galvanized. The tub 7 
and cover are constructed of Armc 
rust proof iron. The all-metal, one-way 
cylinder is made of zinc, with gal- 
vanized steel ends. The sides and 
both ends are scientifically perforated, 
allowing the suds free circulation) 
through the clothes. Any kind of home 
current will operate the special motor) 
that is furnished with each washer” 
For the farm or country home with a |” 
individual lighting plant another moto b 
is furnished providing the plant is of 7 
the standard 32-volt type. Bey 
The most unique feature of thi 
washer is the portable washing unit 
that may be taken out of the machine | 
and used successfully in the kitchen 7 
tubs, bath tubs or basement laundry” 
tubs. A swinging arm provides securt 
operating base when the washing unl 
is used on other tubs. Ei 
The entire machine assembled, mete 
included, weighs but 51 lb. The zim) 
cylinder contains 2918 cu. in. of wash 
ing space and will wash efficiently the 
equivalent of six sheets, ee 
When not in use the entire wash¢ eB 
may be placed conveniently under tht) 
sink, in a closet or seme other poi iy 
out of the way. e 
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Do You Recognize These Pictures? 
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They are reproductions of representative cover designs from the nationally- 
acknowledged authority on doorway hardware— 


DooR-Ways 


Circulation 47,000. Published monthly by 


CHICAGO BOSTON 
strours AURORA, ILLINOIS,U.S.A. .29570% 
LOS ANGELES MINNEAPOLIS 
PHILADELPHIA LONDON. ONT. SAN FRANCISCO 


If you are interested in doorway hardware and the latest developments in 
doorway construction and do not now receive “DooR-Ways.” we will send the 
magazine regularly to you on request. 


The well known Richards-Wilcox photographic cal- 
endar is included with each issue of “DooR-Ways.” 






































A Night or Day Motoring 
Comfort 


Every driver has been confronted. 


and almost confounded by the glare of 
an approaching car’s headlight. The 
bright light is likely to blind one for 
the instant, a very dangerous state of 
affairs, for the driver who can not see 
with ease the road before him is endan- 
gering the lives of all passengers. The 
sun on a bright midsummer’s day or 
at noon of a wintry day when the re- 
flecting glare on the snow affects the 
vision is equally as dangerous. Both of 
these dangers may be eliminated, say 
the Auto Radiator Shutter Co., Dayton, 
Ohio, by using its product, the Doty 
Shield Visor. 

The Doty Shield Visor is an adjus- 
table shade fitted onto the windshield. 
It is made to fit any oven car and some 
closed cars, and when in position it is 
said to shut out completely the lights 
of all other cars, giving the driver a 
clear view of the road ahead. In the 
day time the visor eliminates the glare 
of the sky and of.the sun’s rays, re- 
lieving eye strain and making driving 
a pleasure. During a rain or snow 
storm the visor keeps the windshield 
sufficiently clear for the driver to see 
the road ahead. 

All metal parts are finished in either 
nickel or in black enamel. The esti- 








Doty Shield Visor 


mated time required for attaching is 
five minutes, and it requires absolutely 
no drilling of holes and has no marring 
effect on the car. The shield is not 
built like an awning but is built over 
a strong, rigid frame which conforms 
with the shape of the top. The frame 
is covered with black, long grain top 
material, while the under side cover- 
ing has a green Spanish leather finish. 








The manufacturer claims that the visor 
will not rattle in place, and further 
says that it is an added attraction to 
any car. 


Gives Additional Riding Com- 


fort to Ford Owners 


Due to its extreme lightness in 
weight, the Ford car of. all models 





Gemco Tri-Chek 


often subjects the passengers to very 
uncomfortable shocks, bumps and jerks. 
Many of these discomforts radiate 
from the front axle and are likely to 
become a menace to safety by causing 
side-sways or poor action from the steer- 
ing knuckles. 

To overcome these troubles the 
Gemco Manufacturing Co., Milwaukee, 
Wis., offers the front spring “Tri-Chek” 
for Fords. It consists of a strong 
spiral spring that attaches between the 
radiator and the center of the front 
axle. Its use is said to overcome the 
majority of road shocks and bumps, and 
also aids in checking or snubbing the 
rebounds from bumps. This latter is 
really a very important feature, as all 
drivers realize that it is the rebound 
oftentimes that causes the most dis- 
comfort to the occupants and injury 
to the car. It will also serve as a check 
on excessive side-sway, making steering 
more positive and easier. Not only 
will this Tri-Chek absorb the initial 
shock, but it is said to keep the entire 
structure of the car from rocking. 
This device has been found particularly 
useful on trucks and other commercial 
types where the load is likely to become 
very heavy or unevenly distributed. In 
this connection it quite often would 
save the front suspension spring from 
breaking. 

Before the 


Gemco Manufacturing 
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Co. secured the rights on this product 
it was known as the Clark Equalizer 
Spring, and was distributed in certain 
parts of Wisconsin, 


Windshield Cleaner Has One- 
Piete Wipers 

Due to the one-piece spring brass 
nickel-plated wiper blades furnished on 
the K-M windshield cleaner, the device is 
said to be long of life and very success- 
ful as a cleaner. It is the product of 
the K-M Manufacturing Co., Toledo, 
Ohio. 

The spring metal blades cut forward 
in the direction they are moving, get- 
ting under ice, snow, sleet, etc., and 
clean on both sides instead of dragging 
over them and smearing the glass, as 
is done with a cloth. The K-M is nickel- 
plated» and is said to make good ap- 
pearance on the shield of any car. 
When properly installed it will not 
rattle or work loose, nor will it break 
the glass. 

Two arms (one on each face of the 
glass) are keyed to a pivot passing 
through the glass. Each arm carries a 
very thin spring metal wiper blade ex- 
tending across the glass. To clean 
both sides the cleaner is swung through 











K-M Windshield Cleaner 


a half circle cleaning, as is explained 
in the previous paragraph. Provision 
is made for the adjustment of the pres- 
sure of the wipers, which is evenly dis- 
tributed throughout the length by being 
centrally pivoted to the arms, reliev- 
ing all strain against and preventing 
breakage of glass. The metal blades 
are durable and can easily be removed 
and replaced. 
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SPARK 
PLUGS 


“We Like to Sell 
Them 


—‘‘because they don’t come back to us with com- 
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plaints and claims for adjustment. 


—‘‘because their purchasers send others to us, 


particularly during the winter months. 

—“because they are attractively and conveniently 
packed with sizes adapted to every type of motor; 
and lastly 


—‘because they are helping to build our reputation 


as distributors of thoroughly dependable merchan- 
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Ask your jobber 
—— 
dl x Eclipse Manufacturing Company 
Indianapolis U.S. A. 
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Notes of the Retail Hardware Trade 


ROSEDALE, KAN.—The A. F. Strasser 
Plumbing & Hardware Co. has moved 
to a new location at 1315 Southwest 
Boulevard. Catalogs requested on the 
following lines: Bathroom fixtures, 
building paper, crockery and glassware, 
cutlery, electrical supplies and equip- 
ment, flashlights, guns and ammunition, 
heating stoves, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, prepared roofing, shelf hard- 
ware and stoves and ranges. 

SEDGWICK, KAN.—Frederick S. Hay- 
den has purchased the store building 
which he now occupies. 


FRANKFORT, Ky.—A. C. Morris & Co., 
Inc., has been incorporated with a capi- 
tal stock of $15,000. The incorporators 
are A. C. Morris, John P. Stewart and 
B. W. Whittaker. 

Murray, Ky.—The Scott Hardware 
Co. is successor to the Glasgow Hard- 
ware Co. 

LITCHFIELD, ME.—R. T. True has 
purchased a hardware business here. 


GRANT, MIicH.—The Frank B. Ewing 
stock has been sold. J. Hanville is the 
purchaser. 

FAIRMONT, MINN.—Tanner Bros. now 
own the hardware business formerly 
conducted by Tanner & Hartman. 

ROTHSAY, MINN.—Melvin Haga, who 
has bought the stock of M. Marking & 
Co., requests catalogs on the following 
lines: Builders’ hardware, churns, 
cream separators, cutlery, electrical 
household specialties, electrical supplies 
and equipment, flashlights, fishing 
tackle, furnaces, gasoline, guns and am- 
munition, heating stoves, heavy hard- 
ware, home barbers’ supplies, linoleum 
and oil cloth, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and 
glass; poultry supplies, pumps, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves, ranges and wash- 
ing machines. 

WADENA, MINN.—Breher’s Hardware 
has erected an addition 15 x 25 ft. to 
its store building. 

BUTLER, Mo.—The hardware, furni- 
ture and implement stock of Gench 
agg has been sold to Armstrong Bros., 
ne. 

MosILE, ALA—The C. S. Patridge 
Hardware Co. has moved to a new loca- 
tion at 7 St. Emanuel Street. 

SLocomsB, ALA.—The Cox Hardware 
& Furniture Co. has succeeded to the 
business of the Metcalf Mercantile Co. 
The concern carries a stock of auto- 
mobile accessories, bicycles, builders’ 
hardware, cutlery, electrical household 
specialties, fishing tackle, furnaces, 
kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, 
pants, oils, varnishes and _ glass, 
prepared roofing, pumps, ranges and 
cook stoves, refrigerators, silverware, 
sporting goods and toys and games. 

HANFORD, CAL.—The Lee W. Foster 
Mercantile Co. has discontinued busi- 
ness. 

ONTARIO, CaL.—The stock of the J. 
W. Hockaday Furniture Co. has been 
purchased by Uebele & Wells, who re- 
quest catalogs on bathroom fixtures, 
builders’ hardware, building paper, 
crockery and flassware, cutlery, elec- 
trical household specialties, flashlights, 
fishing tackle, garage hardware, ham- 


mocks and tents, heating stoves, kitchen 
cabinets, kitchen housefurnishings, li- 
noleum and oil cloth, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, refrigerators, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, washing machines and 
wheel toys. 

Cuicaco, Inu.—Arthur C. Lake, 1218 
E. Sixty-third Street, is the new owner 
of the business of Rock & Steele. A 
line of flash lights and electrical goods 
has been added. 


LITERBERRY, ILL.—W. E. Murry is 
purchaser of the G. T. Liber stock. 

LOVINGTON, ILL.—G. W. Bryant, do- 
ing both a wholesale and retail busi- 
ness, has purchased part of the stock 
of R. B. Maxwell. 

ROSEVILLE, ILu.—H. S. Becker, suc- 
cessor to Boyd & Son, requests catalogs 
on barn equipment, belting and pack- 
ing, builders’ hardware, churns, cream 
separators, cutlery, electrical household 
specialties, farm implements, flash- 
lights, fishing tackle, gasoline engines, 
guns and ammunition, harness, heating 
stoves, incubators, insecticides, lubri- 
cating oils, mechanics’ tools, pumps, 
shelf hardware, silverware, stoves, 
ranges and washing machines. 

SHumMway, ILL.—Laue Bros. are clos- 
ing out their stock. 

BRAYTON, IowA.—Rasmussen & Han- 
sen now own the stock of Charles M. 
Caustland, consisting of the following, 
on which catalogs are requested: Auto- 
mobile accessories, automobile tires, 
barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, 
cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
electrical supplies and equipment, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition. hammocks and tents, heat- 
ing stoves, heavy hardware, home bar- 
bers’ supplies, incubators, lubricating 
oils. mechanics’ tools, paints, oils, var- 
nishes and glass, refrigerators, sewing 
machines, shelf hardware, silverware. 
sporting goods, stoves, ranges and 
washing machines. 

GRINNELL, Iowa.—W. Bryan Hoyt 
has purchased an interest in the firm 
of C. S. George & Co. Catalogs re- 
auested on barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream separators, cutlery. dairy 
supplies, dynamite, electrical house- 
hold specialties. electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, incubators. insecti- 
cides, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass. plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware. sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. 

TRAER, Iowa.—Savoy & Beckman 
now own the stock of Cherveny & Por- 
enzen. The new owners request cata- 
logs on a general line of hardware and 
plumbing and heating materials. 
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HERNDON, Kan.—L. L. Tongish hag 
disposed of his stock. 4 

AKELEY, MINN.—Harvey Thielke hag” 
bought the Akeley implement stock, 
The name is now the Akeley Imple. | 
ment. : 
BROWERVILLE, MINN.—The Brower- 
ville Hardware Co., successor to Frank 7 
J. Sobota, requests catalogs on the fol.” 
lowing: Barn equipment, bathroom fix. 
tures, belting and packing, builders’ ” 
hardware, building paper, churns, 
crockery and glassware, cutlery, dairy 
supplies, dynamite, electrical household | 
specialties, electrical supplies and” 
equipment, flashlights, fishing tackle, * 
furnaces, garage hardware, gasoline,” 
guns and ammunition, hammocks and- 
tents, heating stoves, heavy hardware, - 
incubators, insecticides, kitchen cabi- 
nets, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, prepared roofing, pumps, 
sewing machines, shelf hardware, sil- 
verware, stoves and ranges, tin shop, 
washing machines and wheel toys. 

Vircinia, Nes.—A. M. Darwin is 
purchaser of the implement stock of 
W. S. McGaffey. 

BINGHAMTON, N.Y.—The Crocker & © 
Ogden Co. has taken over the business © 
formerly conducted by William Me-~ 
Manamy. 

FLEISCHMAN, N. Y.—Halpern & Sil- 
berman, Inc., have bought the building 
and stock of the D. Slover estate. Many © 
improvements have been made in the 
store including a new store front, elec- 
trict lighting, etc. Catalogs requested 
on a line of hardware specialties. : 


HARRISVILLE, N. Y.—The Harrisville 
Hardware Co. has been incorpora 
with a capital stock of $20,000, to deal 
in automobile tires, barn equipment, 7 
bicycles, builders’ hardware, building” 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup-— 
plies, dynamite, electrical household 
specialties, flashlights, fishing tackl 
furnaces, gasoline engines, guns and_ 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
insecticides, kitchen housefurnishings, 
linoleum and oil cloth, lubricating oils, © 
mechanics’ tools, phonographs, plumb-— 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, toys, games 
and washing machines. 

WacraM, N. C.—The Planters Hard- 7 
ware Co. has been incorporated. The 
concern will carry a stock of the fol- 
lowing: Automobile accessories, auto- 
mobile tires, barn equipment, bathroom 
fixtures, belting al packing, bicycles, 
builders’ hardware, building paper, 
churns, crockery and glassware, cut-} 
lery, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, garage hardware, gasoline, gaso- | 
line engines, guns and ammunition, 
hammocks and tents, harness, heatin 
stoves, lubricating oils, mechanics 
tools, paints, oils, varnishes and glass, 
phonographs, plumbing department, 
poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, stoves,” 
ranges and washing machines. Catalogs 
requested on a general line of hardware. | 
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It’s Easy to Sell 
The Man Half Sold 


Hundreds of people in your community are more 
than half sold on the Mueller “Big 3°’ CON- 
VECTOR. They are sold by the Mueller National 
Advertising that reaches millions of homes every 


month with a clear story of CONVECTOR 
superiority. 


MULLER “BIG 3” 
CONVECTOR 


(Pipeless Heating System) 


It is easy for any Mueller Dealer to convince his prospect 
that the CONVECTOR is a superior pipeless heating sys- 
tem—a system he can depend upon to heat his whole house. 
It is easy to show that big fuel saving and greater comfort will 


result from installing a ‘Big 3". CONVECTOR. 
You can sell the CONVECTOR best because you can hon- 


estly recommend it—because you will appreciate its superi- 
ority instantly—because we will help you sell. Send for 


your copy of ‘““A PLAN FOR PROFIT,” NOW. 





L. J. Mueller Furnace Company 
Established 1857 


223 Reed Street Milwaukee, Wis. 


Makers of Warm Air—Steam—Vapor—Vacuum, Hot Water Heating Systems 


DISTRIBUTORS 


y. A. CASE & SON MANUFACTURING CO. 


HOLBROOK, MERRILL & STETSON 
Seranton, Pa. : 


San Francisco and Los Angeles, Cal 
THE JACKSON HARDWARE CO. 
Aberdeen, 8. D. 
KEYSTONE SUPPLY & MFG. CO. 
Philadelphia, Pa., and Atlantic City. N. J. 
RICHARDS & CONOVER HARDWARE CO 
Kansas City, Mo., and Oklahoma City, Okla. 
RAUB SUPPLY COMPANY 
Lancaster Pa. 
THE MERRELL COMPANY 
Toledo, Ohio 
THE SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah, and Pocatello, Idaho 


A. CASE & SON MANUFACTURING CO. 
Syracuse, N. Y. 
7. A. CASE & SON MANUFACTURING CO. 
Brooklyn, N. 
A. CASE & SON MANUFACTURING CO. 
Nashville, Tenn. 
A. CASE & SON MANUFACTURING C 
Buffalo, N. Y. 
FORT PITT SUPPLY COMPANY 
Pittsburgh, Pa. 
CENTRAL METAL & SUPPLY COMPANY 
Baltimore, Md. 


The “Big 3’ construc- 
tion features that make 
the CONVECTOR supe- 
rior and set it apart as a 
pipeless heating system of 
exceptional merit: 


The “Big 3” 


CONVECTOR 


. Large and Properly Pro- 
portioned Register Face. 


. Spacious and  Unob- 
structed Air Passages. 


. Vast and Scientifically 
Designed Heating Sur- 
face. 


Learn about the Sales Co- 
operation given Mueller 
Dealers. Write for Dealer 
Proposition NOW. 





Sectional View of “Big 3” CONVECTOR. 


































































































The Perfect Percolator 


Housewives are demanding it. 


The “West Bend” Percolator—made of 
finest aluminum— is the last word in per- 
fect coffee making. Jeautiful and r- 
fect in design—solidly balanced. ide 
base prevents tipping. An unique, origi- 
aal feature in the Spreader. Water falls 
upon the Spreader and is evenly distrib- 
uted over the coffee grounds, insuring 
perfect percolation of ali the coffee, 


A hot well in the base of the Percolator 
brings the water within 1-16 inch of the 
flame, starting percolation almost instant- 
ly. At the bottom of the spout is a me- 
chanical valve which automatically pumps 
the hot water up the spout, making perco- 
lation continuous and even. All these 
features are only to be had in the “West 
Bend” Percolator—the perfect coffee 
maker. For gas, coal or electric range. 


Made in two sizes, six and nine cup. 








This Tea Kettle sells on sight. 


At last—a tea-kettle that can be filled 
from a faucet through the spout. Think 
of the convenience—and the freedom 
from danger of scalding the fingers by 
steam. You can mever break off the 
spout—it will support weight of kettle 
filled with water—in years of service. 
Another original feature—opening at top 
of kettle is large enough to hold “West 
Bend” Rice Boiler—makes a double 
boiler of your kettle—a time and fuel 
saver. 
Made in five, six and seven quart sizes. 
With or without Rice Boiler Inset. 
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“West Bend” originality in design; “West Bend” 
lasting beauty and brilliancy of finish ; “West Bend” 
extra strength and purity of aluminum—these are 
but outer evidences of the deeper value which has 
made “West Bend” supreme in Aluminum Ware. 
Housewives who discriminate between true value 
and its imitation look for the “West Bend” trade 
mark on the Aluminum Ware they buy. As a re- 
sult “West Bend” dealers are experiencing quick 
turnovers and gaining substantial profits. 


Some of the Features that Make 
‘‘West Bend’’ a Superior 
Aluminum Ware 


The aluminum we use is guaranteed 99 per cent. pure—the 
purest and most sanitary metal obtainable for cooking 
utensils. Every piece of “West Bend” is stamped out of 
a solid sheet of metal—there are no joints, seams or hol- 
low beads—no solder to melt. Nothing to chip, scale or 
dissolve—the one best ware to use for cooking purposes. 
All spouts and bases are welded on—cannot break under 
hard usage. “West Bend” Ware will not easily ‘burn, 
dent, break or bend. All covers are made of spring 
aluminum—special design. Bend a “West Bend” kettle 
cover as much as you like—it will instantly spring to its 
original shape. Intense heat will not affect the shape of 
“West Bend” ware. 


All. “West Bend” Beads are rolled solid—no moisture or 
particles of food can lodge under or deposit inside to 
cause unsanitary condition or odor. 


Our original Sun-Ray Finish gives “West Bend” the last- 
ing brilliancy of ste rling silver. Very beautiful—easier to 
keep clean than duller finishes—another big feature. 


West Bend Aluminum Ware bears the Star of Approval 
of Good Housekeeping Institute, which signifies that au- 
thorized investigation finds West Bend aluminum ware 
to be strictly first class and all that its manufacturers 
claim. 


Present stock enables us to deliver promptly. Get in 
touch with us at once. We allow generous discount from 
prices. “Kitchen Kraft,” a little booklet on the use and 
care of Aluminum ware, is furnished free to housewives 
on request. Write for sample copy. 


West Bend Aluminum Co. 
Dept. A, West Bend, Wis., U. S. A. 
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WHAT DO WAR DEPARTMENT SALES 
MEAN TO YOU—The Dealer? 





A source of supply for practically 
every conceivable commodity; a 
supply source where quality is al- 
ways higher than price; where 
every aid is rendered to promote 
inspection and purchase; where de- 
liveries are certain and prompt. 


And the Answer Is— 


“Quick Turnover and a good 
Profit percentage” 


The ever-present re-sale opportunities in War Department 
Sales has taught the shrewd dealer to follow every offering with 
even more than his usual care when in search of business deals 
that will mean a quick turnover and a good percentage in profits. 


Study this list, which is rich in just such opportunities. Care- 
fully scan each item. Read to profit. Act quickly to insure good 
selection and remember this condition, which is common to all 
War Department Sales. 





Read Every 


Item on the Following Pages 
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EASTERN DIVISION 
12324 
70—Ratchet Braces, with at- 
tachments, 10” sweep with 
chain drill attachment. 
Location — Washington, 


D. CG 


E-403 


175,800 Brass Rivets, 3%”. 
Location—A. S. D., Brook- 
lyn, N. Y. 


E-398 
73,000 Brass Studs 5%”. Lo- 
cation—A. S. D., Brooklyn, 
N. Y. 


E-402 


5,206 Gross Brass Washers, 
for grommets, 27%”. _Lo- 
cation—A. S. D., Brooklyn, 
N. Y. 


122 Inside Calipers, Loca- 
tion—Washington, D. C. 


96—Calipers, firm joint, dou- 
ble No. 173—6 and 12”. 
Location — Pittsburgh, Pa. 


HARDWARE AGE 


Every Item is Rich in Re- 


3529 


303 Eveready Flashlights, | 1 
x 21% x 5, without batteries. 
Location—Pittsburgh, Pa. 


173 Eveready Flashlights, 
without batteries. Location 
—Baltimore, Md. 


14730 


145 Cock Valves, 2”, D-6264. 
Location—Norfolk, Va. 


20129 


937,458 lbs. Barbed Wire, 
painted black. Location— 
New Cumberland, Pa. 


14714 

880 Tons Barbed Wire, black. 

Location — Schenectady, 
N. Y. 


17857 
206 Reels, Barbed Wire, 4 
point. Location— Wash- 
ington, D. C. 


20249 


125,300 lbs. Barbed Wire, B 
& S. No. 10. Location— 
Washington, D. C. 
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13648 
7 Rolls Weaving Wire, 1'%4 
mesh, 78” x 100’ x I1 ga. 
Location — New Cumber- 


land, Pa. 


3531 
1,235,695 ft. Wire, bare out- 


post strand. Location— 


New York. 


4030 lbs. Screws, English 
pitch. Location — Balti- 
more, Md. 


CENTRAL DIVISION 
C-413 
286 Eveready Flashlights, 
new, w/o batteries. Loca- 
tion—Columbus, Ohio. 


24 Meat Grinders, reclaimed. 
Location—Ft. D. A. Rus- 
sel, Wyo. 


1693 
1—Grinding Machine, used 
for grinding knives of Yates 
matcher. ~Location—Pull- 


man, IIl. 
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C-372 ; 
12 Plate’ Screws, Stocks and 
Dies, new 4” to 114”. 
Location—Chicago, IIl. 


C-374 


2 Plate Screws, Stocks and 
Dies, %4” to 114”, new. 
Mfrd. by Greenfield Tap & 
Die Co. Location —Co- 
lumbus, Ohio. 


2702 


600 Wagon Coupling Poles, 
Location—Welsh Mfg. Co. 
Grand Rapids, Mich. 


19460 


1,150 Hand Rip Saws, 28”6’ 


Class A. Location—Jeffer-. 


sonville, Ind. 


13662 


38 Shears, Buffalo, No. 4, 
Bench Type and Spares. 
Location—A. R. D., Co- 
lumbus, Ohio. 


2701 


3,580 Tongues (wagon) in 
various dimensions. Loca- 


tion—Grand Rapids, Mich. 


SOUTHERN DIVISION 


S.E. 110 
2504 Unions Special Det. N 
Class “A”. Location— 


Atlanta, Ga. 


SOUTHWESTERN 
DIVISION 


1 Can Glue (cement, | pt. 
can). Location—San An- 


tonio. 


121% lbs. Litharge. 
—San Antonio. 


Location 


NORTHEASTERN 
DIVISION 


16717 


32,325 lbs. No. 8 Nails (horse- 
shoe). Location—Boston, 


Mass. 
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MACHINERY and 
ENGINEERING 
MATERIALS 


List No. 


13 


Sale by Negotiation 


HOW TO ORDER 


All orders and negotiations 
for materials offered in this 
list must be addressed to the 
Depot Quartermaster of the 
division where material is lo- 


cated. 
the addresses of 


These divisions and 


controlling 


offices are given below. To 


obtain a complete 
terials not listed in 


list of ma- 
this adver- 


tisement, clip and mail the 


attached coupon. 


LIST OF DIVISIONS AND 
CONTROLLING OFFICES 


Eastern Division 
59th St. & Ist Ave., 


Brooklyn, N. 


Y. 


Cehtral Division 
1819 West 39th St., 
Chicago, Ill. 


Southern Division 


Transportation Bidg., 
Atlanta, Ga. | 


Southwestern Division 
San Antonio, Texas 


Northeastern Division 
Army Supply Base, 















































tion Section, Office 
of the Director of 
Sales, Room 2215, 
Munitions Building, 


Chief, Sales a 
Washington, D. C 


Boston, Mass. 


COUPON 


IMPORTANT 
Mail Coupon to 
this Address 


Kindly send M. & BD. M. list No. 13..... 


eccccecece in ite entirety. 






Pirm Name ........+++++- 
Street Address ......... 
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MACHINERY AND 


Aneriod Barometers 
Cannister Bottoms 
Compass Boxes 
Brass Grommets 
Brass Fasteners 
Brass Hook Parts 
Brass Loops 

Brass Slides 

Load Covered Cable 
Telephone Cable 
Cable Releases 
Canvas, O.D. 
Concrete Push Carts 
Compass Watches 
Condensers 

Reducer Connections 
Conveyors 

Cylinders 

Duck, O.D. 
Dynamite 

Steam Engines 

Gas Mask Eye Lenses 
T. N. T. Cylindrical 
Trench Fans 

Fuses 

Fuse Dust 

Generator Sets 
Riveting Hammers 
Chain Hoists 

Air Hose 
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ADDITIONAL ITEMS 


from 


ENGINEERING MATERIALS 


List No. 13 


TO BE SOLD BY NEGOTIATION 


Suction Hose 

Expansion Joints 
Electric Knives 

Metal Forming Machines 
Machine Check Writers 
Motors 

Cannister Nozzles 

Oil for Break Switches 
Loom Oil 

Lard Oil 

Quenching & Tempering Oil 
Pipe Fittings 

Nipples 

Malleable Pipe 

Sewer Pipe 

Signal Plugs 

Galvanized Bit Plugs 
Steel Springs 

Structural Steel Shapes 
Switch Boards 

Rubber Tape 

Cannister Tops 

Tripods for Heliographs 
Wrist Watches 

Plain Copper Wire 
Differential Cap Pulleys 
Resonators 

Heavy Wire Screens 
Shanks for Indicator Posts 
Steel 


SURPLUS PROPERTY BRANCH 
Office of Quartermaster General 
MUNITIONS BUILDING, WASHINGTON, D. C. 


Bar Steel 

I-Beams 

Structural Steel 
Wrought Iron 

Angle Posts 

Screw Posts 

Galvanized Rods 
Corrugated Iron Shelters 
Crucible Tool Steel 
Steel Hoops 

Strip Steel 

Tool Steel 

Air Tanks 

Galvanized Iron Tanks 
Vertical Tubular Boilers 
Level Books 

Plant Construction Books 
Logging Carts 

Beaded Edge Casings 
Zincographic Chests 
Campeners 

Chief Operator’s Desks 
Drawing Boards 

Motor Fuses 

Gum Box Board 

Hob Nails 

Engine Lathes 

Motors for Grinders 

B. T. Boilers 


Portable Pile Drivers 
Cavalry Plastrons 
Boiling Plates 
Payout Reels 

Relay Racks 


Spare Parts for Steam Engines 


Flagstaffs 

Tanks, Wood 

Film Tanks 

Storage Tanks 
Winches 

Boilers and Covers 
Cold Rolled Steel 
Hoisting Engines 
Concrete Mixers 

Oil Reclamation Plants 
Wire Firing Reels 
Galvanized Iron Wire 
Anti-Dimming Outfits 
Very Pistol Shells 
Bicarbonate of Sodium 
Sulphur 

Rubber Outlet Valves 
Expanded Metal Sheets 
Respirators, Horse 
Warning Signals, Gas 
Trench Sprayers 
Rubber Tubing 

Wire Outlet Valves 
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are meeting the price and 
efficiency demands of users 
everywhere. What two bet- 
ter reasons could the popu- 
larity of an honest product be 
based upon? 

Be ready to meet your end 
of the bargain by keeping your stock of 
la J Jacobs Quality Chucks always complete. 





























gus Tue Jacoss MANUFACTURING Co. > Shs 
_ HARTFORD, CONN,, U. S. A. Bae (RY 
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The Segal Rectifying Key Cutter 


ae 1. Cuts both flat steel and grooved or para- 
centric keys. 


2. It does not cut one make of grooved key 
only, but all makes—yYale, Sargent, Cor- 
bin, Russwin, offset. keys and even the 
freak keys the dealer meets now and then. 


3. You do not have to change cutters or 
guides. 
4. It enables you to cut from the lowest 


groove as the manufacturer does or from 
the back of the key, as you prefer. 


5. Our unit-vise holds the key in place with- 
out slipping. 


6. It enables you to gage the key from the 
upper shoulder. 


7. The cutting operation takes less than a 
minute. 


AF Rett 





8. It will often make an accurate duplicate 
out of an inaccurate blank. That is why 
it is called the Rectifying Key Cutter. 


9. It can be operated by hand or power. 
~ : 





P.8.—The Segal Lock is 
jimmy proof. 
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&! SKINNER 
Drill Chucks 


Costs are coming down to “bedrock” 
and you must sell your customers the 
best tools for their 
purpose if you 
would hold their 

trade. 

So, when you 
consider what 
make of drill 
chucks you will 

stock to meet new 

conditions, you 

should be in full 

possession of the facts regarding Skin- 
ner Drill Chucks. 

Made in New England, the home of 
superior craftsmen, they are accurate, 
because speed in production has been 
sacrificed for quality of product. 

Built of quality materials best suited 
for the purpose, they are durable and 
will withstand long and severe use. . 

Both accurate and durable, they will 
give perfect service, and will surely as- 
sist in decreasing 
production cost by 
lasting longer and 
by turning out 
a higher grade of 
work. 


These are the 
chucks you should 
sell for every pur- 
pose: “New 
Model,” “Stand- 
ard,” “ Positive 
Drive,” and 
“Geared Pattern.” 


Write for catalogue and 
illustrated literature. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN,CONN. U.S.A, 


ESTABLISHED 1887 
San Francisco Office: 
Rialto Bidg. 


New York Office: 
94 Reade Street 
London Office: 


1389 Queen Victoria St. 
London, E. C. 4 
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CORBIN 
SCREW 
PRODUCTS 
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Wood Screws — Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agricultural Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 


THAR 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 


Branches: 


New York Chicago Philadelphia 
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